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New Jersey Seminar 
On Meeting Direct 
Writer Competition 


Personal Interviews, Surveys and 
Proper Insurance Programs, 
Constant Service Stressed 


CLOSE TO 500 ARE PRESENT 


Agents Told That Their Worthy 
Service More Than Justifies Price 
Differential of Cut-Rate Cos. 


By Epwin N. Eacer 


Intense price competition from direct 
writing companies in the fire and casu- 
alty fields, or from companies with con- 
trolled agency organizations, such as 
Allstate, will not endanger the well 
qualified independent local agent who 
stresses personal interviews with his 
clients, prepares adequate insurance pro- 
grams based on surveys and who is 
willing to work hard to build new busi- 
ness. Such is the confident opinion of 
experts who addressed the seminar on 


meeting direct writer competition spon- 
sored by the New Jersey Association of 
Insurance Agents and attended by close 
to 500 agents and company representa- 
tives on November 22 at the Hotel Essex 
House in Newark. 

There was no atmosphere of pessim- 
ism among the producers after they had 
heard agents who are now increasing 
their production tell how they have suc- 
cessfully overcome the direct writers’ 
advantage of price differential. The 
speakers approached this problem with 
confidence, a positive attitude and en- 
thusiasm for selling, and servicing their 
business. On the other hand, the speak- 
ers emphasized the point that indifferent 
and indolent agents who maintain con- 
tact with assureds only by mail and 
who give little attention to bringing 
their clients insurance programs up to 
date, are likely to lose out to the cut- 
raters, for assureds cannot readily see 
any advantage in paying such agents or 
brokers a higher price for insurance not 
providing quality service. 

Speakers at Seminar 

Harry G. Mather, president of the 
New Jersey agents’ association, opened 
the meeting Monday morning and then 
introduced Ira F. Weisbart, CPCU, CLU 
Jersey City agent, who acted as mod- 
erator. During the morning session talks 
on various ways to meet direct writer 
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He’s Protected — Naturally 


Polar bears are cold 
prospects for fire in- 
surance. But people, 
on the other hand, will 
warm up to the broad 
coverage offered by 
any one of L & L’s 
modern fire policies. 
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Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 
This policy, written $15,000 minimum, carries a very 
low cost with low premiums, substantial 
dividends and high cash values. 
It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 
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Cos. ;Give Views On 


SpeciatPoliciesAt? ” 


N. Y. Dep’t Hearing 


Superintendent Open-minded as 
First of Department’s Study 
on Subject Starts 


100 ATTEND CONFERENCE 


Most Speakers Do Not Criticise 
Specials; Conn. Mutual and Mu- 
tual Benefit Voice Opposition 


By Crarence AxMAN 


More than 100 representatives of life 
insurance companies attended a confer- 
ence at the New York Insurance De- 
partment last week for the purpose of 
expressing their views on the most dis- 
cussed topic in the life insurance world 
at the present time. This is the issuance 
by a number of companies of what are 
called “special policies” which are con- 
tracts issued at lower rates and with a 
minimum coverage which from 
$5,000 up. They had responded to a letter 
from the Department sent to companies 
operating in this state which said the 


ranges 


immediate desire of the Department is 
learn the opinion of the industry 
It is the first move the Department has 
the problem. 


to 
made in connection with 
The Department is open-minded on the 
subject and will continue exploring the 
situation. 

About 25 of those present made talks. 
Representatives of Connecticut Mutual 
and Mutual Benefit expressed the most 
emphatic views in opposition to these 
particular contracts and the Northwest- 
Mutual commented on the “ground 
of the Government agencies and 


ern 
rules” 
state Insurance Departments in making 
regulations in the Most of the 
speakers, however, did not take a posi- 
tion in opposition to these contracts. On 
other pages The Eastern Underwriter 
gives the views expressed by a number 
of companies at the conference. 


past. 


Why N. Y. Department Is Interested 


Chairman of the hearing was Adelbert 
G. Straub, Jr., Deputy Superintendent 
Sitting with him and asking questions 
were Deputy Superintendent and Coun- 
sel Raymond Harris and Chief Actuary 
Charles Dubuar who make their head- 
quarters in the Albany office, and Julius 
Sackman, chief of the Life Bureau 

In his opening remarks Deputy Straub 
said in part: “The purpose of this meet- 
ing is the first step the Department has 
taken towards studying the problem. The 
Department has approved special poli- 
cies over the years, but the increasing 
number of them, together with the vari- 
ous forms they have taken and the type 
of their #dvertising, are developments 
giving us cause for concern. In recent 
issues of national magazines as many 
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DIET . . . Many diabetics can success- 
fully control their condition by following a 
carefully regulated but varied and nutri- 
tious diet. There is one basic rule, however, 
that all diabetics must observe—they must 
restrict their intake of those foods that read- 
ily change to sugar in the body. 


EXERCISE .. . In the successful treat- 
ment of diabetes, exercise is essential be- 
cause it helps keep blood sugar at a safe 
level. In other words, exercise helps “*burn 
up” sugars and starches so that they do 
not accumulate in the system and cause 
distressing symptoms. 

INSULIN ... This substance is indis- 
pensable in those cases of severe diabetes 
that cannot be controlled by diet and exer- 
cise. Thanks to the development of in- 


creasingly effective forms of insulin . . . as 
well as greater knowledge of the disease 
resulting from continued research . . . dia- 


betes can generally be controlled more 
successfully than ever before. 


_ THREE KEYS TO THE CONTROL OF DIABETES 


It is estimated that one million Ameri- 
cans are known to have diabetes today. By 
faithfully cooperating with their doctors in 
using the three keys to diabetes control, 
most diabetics . . . young and old. . . can 
usually live full and active lives. What a 
contrast between this bright outlook and 
the old days when so little could be done 
to save diabetics! 

Studies indicate that millions of our peo- 
ple, who do not have diabetes now, are 
likely to develop it some time in the future. 
This is why it is so important to know the 
following facts: 

1. You are more likely to develop diabetes 
if <3. 
a. the disease has occurred in your 
family 
b. you are middle-aged and 
overweight. 
2. You should suspect diabetes if. . . 


a. you notice weight loss despite con- 








i : 
: 
& 


cage 





stant hunger and high food con- 
sumption 

b. you feel constantly fatigued, thirsty, 
or urinate excessively. 


Early in its course, diabetes may cause 
no symptoms at all. In fact, it may pro- 
gress silently and damage your health be- 
fore you are aware of it. This points up the 
necessity of regular medical examinations. 
The earlier diabetes is discovered and 
treated, the better are the chances to bring 
it under control. 


Fortunately, tests for diabetes detection 
are simple, speedy and painless. Everyone 
should have periodic health examinations 

. including urinalysis. If the test shows 
sugar, your doctor can make further exam- 
inations which tell whether you have dia- 
betes. If you have the disease, you and your 
doctor can work together to help control 
it. With proper precautions, your chances 
of living long, happily and usefully are 
unusually good today. 
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sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
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New York Insurance Department Conference on Special Policies 





Denies Allegation of “Price Cutting” 


JAMES T. PHILLIPS 


Vice President and Chief Actuary 
New York Life 


When asked at the hearing, “What 
are the basic considerations in the de- 
cision to issue special policy forms ?’ 
I stated that the basic considerations in 
determining the premium level and the 
contemplated dividends, which in a 
mutual life insurance company are what 
determine the ultimate cost to the pol- 
icyholder, rest not only on the question 
of saving in expense through having a 
higher minimum policy but also on the 
other factors which go into the de- 
termination of the cost of insurance 
such as expected better mortality, lower 
lapse rates, lower commission rates, etc. 
At this point 1 mentioned that recent 
inter-company studies have shown that 
standard policies for large amounts 
($50,000 and over) have had a better 
mortality than the general mortality 
among all standard policies. Further- 
more, policies for under $10,000 are sold 
in our company on a non-medical basis 
and frequently without inspection re- 
ports so that the mortality on policies 
below $10,000 is likely to be higher than 
that among medically examined business 
which includes all policies over $10,000. 


Not an Innovation 

The New York Life had issued cer- 
tain policies with minimum amounts in 
excess of $1,000 since 1931 but it was 
not until this year that it issued a pol- 
icy with a minimum as high as $10,000. 
For more than 50 years the company 
has been known as a high premium 
company. With the change in economic 
conditions and the nature of the insur- 
ance market, the company decided that 
it was necessary to move its general 
premium structure to a “middle of the 
road” or median position and also that 
it should have a series of plans some 
with a $5,000 minimum and others with 
a $10,000 minimum to meet these 
changed conditions. 

The advent of higher tax rates have 
made many persons conscious of the 
need for substantial amounts of insur- 


ance for estate tax purposes. Also, the 
development of business insurance has 
created another market for this type of 
insurance. Applicants in both of these 
groups are concentrated in the middle 
and upper age range and both these 
groups are especially conscious of the 
initial premium outlay. Therefore, the 
company’s new Whole Life policy (with 
rates comparable to similar policies in 
other companies) was particularly di- 
rected at this market. 


Special Premium Rates 


Whether special premium rates are 
applied to only certain plans issued in 
minimum amounts is largely a matter 
for the management of the individual 
company to decide, provided the com- 
panys action is not arbitrary or unrea- 
sonable and so long as equity is main- 
tained by appropriate actuarial methods. 
For ex: imple, if a company issues a large 
proportion of its business above the 
$10,000 level and thus has an_ over-all 
average size policy close to $10,000, it 
may not feel the need for developing 
lower premium rates for policies with a 
$10,000 minimum. On the other hand, a 
company with a low average policy (it 
was as low as $3,000 in recent years) 
may quite properly decide, in order to 
make its policies more attractive to 
those segments of the market where 
larger policies are bought, to adopt plans 
with higher minimum amounts with a 
justifiably lower level of premiums. By 
so doing, they will increase their sales 
of insurance and also increase the aver- 
age size policy. This should not reduce 
in any way the company’s ability to 
provide service to purchasers of smal! 
policies. In, fact, to the contrary, by 
increasing insurance in force and by 
raising the over r-all average size policy 
the company is able to reduce unit costs 
for the benefit of all policyholders 
whether they purchase $1,000 policies or 
policies for a larger amount. 


The Question of Average Sizes 
As to whether the lower level of pre- 


(Continued on Page 5) 





New York Life Advertising 


DUDLEY DOWELL 


Executive Vice President 
New York Life 
The New York Life’s 
a few months after it introduced its 
new program at the beginning of this 
year was concentrated on acquainting 
the public with the fact that the corn- 
pany was no longer a high premium 
company. This was accomplished by ad- 
vertising some of our new policies in 
which the applicable premium rates were 
illustrated. Thereafter, other plans were 
similarly highlighted in our advertising. 
By this advertising the company also 
was endeavoring to attract buyers of 
large amounts especially at the older 
ages. 
Our studies disclose that many of our 


own agents were turning this type of 
business over to other companies to the 
extent of some $75,000, 000 to $100,000,000 
a year. The company’s new Ordinary 
business this year is 48% ahead of last 
year’s and part of the increase is due 
to business written by our agents which 
formerly would have gone to other com- 
panies. 

The company’s advertising, even 
though it may on occasion emphasize 
certain plans, does not necessarily sell 
only those plans. It sells the company 
and helps the agents find more receptive 
prospects. 


advertising for 


Nation-W ide Competitive Ground Rules 


ELGIN G. FASSEL 
Actuary Northwestern Mutual 


Through the Sherman Anti-Trust, 
Federal Trade Commission, and Robin- 
son-Patman Anti-Discrimination acts 
the Federal Government has laid down 
competitive ground rules for business in 
general. Acting under state 
laws the New York and other state In- 


insurance 
surance Departments have laid down 
competitive ground rules for our busi- 
ness. 

For decades the life insurance business 
has traditionally operated by charging a 
flat price per thousand dollars of insur- 
ance irrespective of the policy’s size. 
That practice started to come under 
attack when some companies began to 
introduce 
the larger buyer a lower price through 


policy minimums which gave 


a change in the dividends. 
The Policy Minimum Rule 
We know 


gradations today than 25 or 50 years 


much more about price 


ago. That certainly is true of property 
insurance where price gradations by size 
have become quite common, a process 
receiving impetus when the Commis- 
sioners’ Association prescribed the model 
rate regulatory bills specifically author- 
izing that practice. In the last few years 
we have heard much more about this 
thanks to 


practice in the life business, 
involving 


increased use of “specials” 
policy miiinums. 

We have long been familiar with the 
Department’s rulings that where so- 
called “specials” were used the company 
was required to use a different plan of 
insurance. But many of today’s “spe- 
cials” bear scant resemblance to the 
early “specials.” Thus, there is a ques- 
tion as to whether the early Depart 
mental rulings fit today’s conditions. For 
instance, all of us wonder whether there 
can any longer be any justification for 


Small Buyers Should Get Equal Break 


H. BRUCE PALMER 
President, Mutual Benefit Life 
The Mutual Benefit Life understands 


to mean the various 
policies that 


the term “specials” 


forms of life insurance 
offer a reduction in cost on the basis 
that the amount of insurance purchased 
entitled those thus insured to treatment 
as a special class. 

Our company has not offered such 
coverages because there are certain 
aspects of this concept which we have 
been unable to reconcile with our be- 
liefs in the principles which guide us 
in the treatment of our main body of 
policyholders. Until we are satisfied that 
a “special” policy form will not be in- 
compatible with these principles, we 
shall continue to avoid the use of such 
a form. 

The Mutual Benefit Life believes that 
the adoption of a “special” policy form 
at a lower cost than the other business 
of the company will not appreciably 
change the aggregate expense of the 
company except perhaps by reducing the 
commissions. As to all other expense, 
where the larger amounts sold result in 
lower costs per thousand, we can visu- 


alize no significant reduction in the 
aggregate expense of the company that 
would have come about by reason of 
the fact that some of its emi nage had 
been sold “special.” We conclude, there- 
fore, that the adoption of a raed cost 
for one type of contract would neces- 
sarily mean a shifting of cost to other 
policy forms, including others in the 
same amount category as the “special.” 

In addition to limitations on flexibility 
and scope which are to be found in 
most “specials,” there is one further 
concern which is more general in its 
effect. 

The widespread marketing of life in- 
surance on a basis that is more favor- 
able to the large buyer may some day 
be seized upon as meaning that the 
small buyer cannot get the same break. 
If we have any conviction whatever 
about the broad social purpose that we 
are trying to serve, we must not let the 
erroneous impression be gained that the 
life insurance business is catering only 
to the large buyer. 

The management of the Mutual Bene- 
fit Life Insurance Co. fully recognizes 
that there are additional considerations 
and points of view. It also recognizes 
that even the acceptance of certain con- 
cepts may not lead all companies to the 
same procedures or conclusions. It is an 
era in which no one can be dogmatic. 


applying the policy minimum rule to one 
plan of insurance and not to all. The 
thinking is gradually veering around to 
the point that many people believe that 
the policy minimum should be applied to 
all plans even though some companies 
will continue to employ superstandard 
underwriting for certain classes of risks. 
That’s one question we would like the 
Department to consider. 

A secondary question relates to the 
degree of refinement to be employed if 
policy minimums are applied to all plans. 
Unlike fire and casualty lines the life 
business is not rate regulated. It is for 
the companies to determine the degree 
of refinement which they shall introduce 

We think if a sufficient number of 
refinements are not used, policyholders 
in the intermediate groups may well 
claim that they have been victims of 
discrimination. The extent of the refine- 
ments is obviously a matter of judg- 
ment, but, since all companies are sub- 
ject to the laws involving discrimination 
and the Department is charged with the 
responsibility of administering these 
laws, we must expect that the Depart- 
ment will have some judgment on the 
subject as well as the business. The rule 
on will have to prevail on both 
sides. 


Principle of Price Gradation 


It is certain that once there is in- 
creased public understanding of the 
principle of price gradation we can prob- 
ably expect criticism from the buyer of 
the $9,000 or $5,000 policy who objects 
to being classified expensivewise with 
the $1,000 buyer. We think that both 
the Department and the industry should 
anticipate possible criticisms in that area 
and attempt to meet them before they 
occur. On the other hand, we do not 
think anybody expects us to introduce 
a series of minute refinements which 
will unnecessarily complicate the price 
structure. Furthermore, we all know that 
there are practical limitations on the 
charges which can be made against very 
poe policies without making them un- 

onomic. The British companies have 
solved this problem by employing a rea- 
sonable number of gradations without 
going too far in either direction. Per- 
haps we can profit by their experience. 

We also believe that there can and 
should be improvement in connection 
with the use of terminal dividends. Un- 
der present practices terminal dividends 
involve the same elements of forfeiture 
as existed at the turn of the century 
with respect to regular dividends. In the 
early days a man who quit paying pre- 
miums at the 19th or ninth year under 
a 20-year tontine dividend policy for- 
feited ali of his accumulated dividends. 
Today, a man with the 20-year surrender 
dividend policy who stops paying in the 
19th year or the ninth year forfeits all 
of his surrender dividends. The differ- 
ence is one of degree only. We believe 
that the wide extension of that practice 
subjects the entire insurance business 
to misunderstanding and to criticism 
and that something ought to be done 
about it. Furthermore, since we believe 
the public does not understand that 
large numbers of policyholders have 
fallen by the wayside before the 20th 
year ever arrives and that even then 
only a limited number will surrender to 
obtain the dividend, we think that some 
new ground rules are needed in that 
area. To sum it up, we think that im- 
provement is needed both in substance 
and in competitive practice. 

In discussing the extensive use of 
price gradations by size in the casualty 
lines I do not mean to suggest that what 
happens in that business furnishes an 
exact parallel for use in the life insur- 
ance business. We operate on smaller 
expense and commission margins. Fur- 
thermore, a substantial part of every 
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New York Insurance Department Conference on Special Policies 





Not Inequitable To Policyholders 


WALTER KLEM 
Senior Vice President and Actuary 
Equitable Society 
The Equitable did not enter the “Spe- 
field until August, 1954. 
the Society was the only 


cial Policy” 
Prior thereto, 
one of the seven largest companies in 
the country without a special policy. Be- 
fore introducing the Adjustable Whole 
the basis of a $10,000 
minimum amount, the Equitable was, of 
course, convinced that it was entirely 
legal, that it was fair, and did not 
create inequities among policyholders. 
The Equitable has taken a realistic 
position, It is a company which has 
long held the view that the services of 
life insurance should be extended, as 
economically as possible, to the insuring 
public generally, rather than confined 
primarily, as a matter of policy, to pur- 
chasers of insurance in the larger 
amounts. In the light of recent exten- 
sions of the use of special policies and 
the fact that many companies now spe- 
cialize in the field of larger amounts, 
with consequent lower unit administra- 
tive costs, the Equitable re-analyzed its 
position. It was concluded that the 
Society would be in a position to con- 


Life Policy on 


tinue its services to the whole field of 
Ordinary insurance and to preserve its 
Agency force as an effective organiza- 
tion only by giving fair recognition to 
the incidents of lower-unit administra- 
tive costs that attach inherently to a 
class of policies such as the Society’s 
Adjustable Whole Life class. In addi- 
tion, there is a more uniform selection, 
in that all applicants are medically ex- 
amined. 

The Society does not think the Whole 
Life plan necessarily has to have a spe- 
cial policy on the twenty-payment life 
plan. Whether or not a company adopts 
more than one special policy, is within 
the discretion of management. With the 
introduction of the Adjustable Whole 
Life plan, we feel that the volume of 
twenty-payment life business issued in 
amounts of $10,000 or more would be 
relatively small, particularly as the pol- 
icyholder under the Equitable’s Adjust- 
able Whole Life plan has a guaranteed 
right to adjust his policy so that it 
would in most instances be paid up or 
mature as an endowment by the end 
of his working life. This is accomplished 
by including a right to change to lim- 
ited payment life or endowment insur- 
ance at guaranteed annual premium 
rates which preserve to the policvholder 
the advantage of large-size purchase. 





Sees Preferential Treatment in “Specials” 


LESLIE R. MARTIN 


Vice President 


Connecticut Mutual 

Deputy Straub in opening this hearing 
remarked that he had received commu- 
nications which were either enthusiasti- 
Policies or 
violently opposed to the specials. One 
of the communications he received from 
companies was from President Peter M. 
Fraser of Connecticut Mutual. I do not 
think that President Fraser would ob- 
ject to being classified as being vio- 
lently opposed, 

The Connecticut Mutual does not issue 
so-called “Special Policies” since we 
have always operated on the principle 
that no group of policyholders should be 
given preferential treatment. We did 
not see how we could offer a_ special 
rate to the larger buyer on one plan of 
insurance without giving the same pref- 
erential treatment to the larger buyer 
on any other plan. The insurance busi- 
ness ‘has gone to great pains to develop 
a good many different plans of insur- 
ance to meet the particular needs of 
buyers. Why nullify this by singling out 
one plan as a Special, which will natural- 
lv tend to attract business to that one 
plan just from a price standpoint even 
though some other plan might be better 
suited to the individual situation ? 

One might say that the solution is to 
offer a special rate to the larger buyers 
on all plans of insurance. Here we would 
run into another situation which might 
be very unfortunate for the life insurance 
business. Would it not look as though 
we were not interested in the smaller 
buyer? The question of whether or not 
there would be discrimination contrary 
to state laws is one for the lawyers but 
it 1s important to avoid even the ap- 
pearance of discrimination. Very likely 
the smaller buyer of insurance has to be 
subsidized to some extent but he con- 
tributes a good deal to the life insurance 
business which perhaps cannot be meas- 
ured in dollars and cents. We can 
sharpen our pencils too fine. Those 
who do not qualify for these “Specials” 

—narticularly the smaller buyers—may 
well wonder whether or not they should 


cally in favor of Special 


turn elsewhere for their needs. If so, 
may we not expect further pressure for 
life insurance coverage under some form 
of social insurance provided by the Fed- 
eral Government ? 


Elgin G. Fassell 


(Continued from Page 3) 


agent’s time is devoted to servicing 
older policies and particularly larger 
ones. Furthermore, there are offsets 


unique to our business such as possible 
losses under the settlement options as 
well as possible higher mortality on the 
more sizable risks. Since life insurance 
premiums are not subject to annual re- 
vision I think the opportunities for 
gradation are much less exact than in 


the casualty lines. 


National Advertising 


It is not our purpose here today to 
criticize or find fault with our competi- 
tors. People think of life insurance as 
an institution. What is done by some 


companies affects others. For the first 
time in the history of our business our 
pricing practices are the subject of ex- 
tensive national 
We think that national advertising is 
good for our business. 


advertising campaigns. 


We simply say 
that the business should make sure that 
our pricing practices will stand national 
advertising. If they do not, they expose 
both the business and those who regu- 
late us to criticism. We realize that 
these are big problems that are under 
discussion here today, that it will take 
time and careful thought to devise suit- 
able remedies. We assume that if the 
Department concludes that new ground 
rules are necessary in accordance with 
its tradition the Department will give 
the business an opportunity to be heard 
on the proposed ground rules just as it 
has given us an opportunity today to 
discuss current problems. 





Must Assess Policy Expense 
On a Reasonable Basis 


JOHN R. LARUS 


Vice President and Actuary 
Phoenix Mutual 


It is normal actuarial practice in arriv- 
ing at a premium schedule in  non- 
participating business, or at a dividend 
schedule in 
take 
policy 
to assess expenses on a re 


participating business, to 


into consideration the average 
size for various plans, in order 
alistic basis. 
The average amount under any plan of 
insurance is strongly influenced not only 
by the type of buyer to whom the plan 
appeals, but also by any minimum artifi- 
cially created by the particular company. 
While the $1,000 policy has historically 
been recognized as the minimum for 
Ordinary insurance, it has of late been 
the practice of practically all companies, 
mainly because inflation has made this 
policy semi-industrial in nature, to in- 
crease the minimum they accept on new 
plans whenever they think it appropri- 
ate. This, of course, increases the aver- 
age policy under these plans and if rates 
and dividends are realistically calculated 
results in decreased net costs for them. 

If a policy form, such as the so-called 
“special” is issued with a_ prescribed 
minimum which sharply raises the aver- 
age size under the plan, it would there- 
fore seem to be in violation of actual 
facts to ignore the resultant average size 
in determining the net cost for those 
who take this plan. How great the 
modification shall be depends upon the 
calculations of management, which of 
course are subject to review of insur- 
ance examiners to see that in general 
the principles under which they are fig- 
ured are sound. It is hard to see why 
any Insurance Department has not the 
authority to approve a policy form which 
differs in significant details from other 
forms issued by the company. 

Within a particular policy form, stand- 
ard applicants of the same age are 
treated alike; to do differently would 
bring up the question of unfair discrimi- 
nation. The insured under a large policy 
on a plan for which there is no special 
minimum therefore obviously has no 
cause for complaint if his policy is as- 
sessed for expense in accordance with 
the average policy for his plan. It seems 
irrelevant to argue that because his 
policy is of equal size with the higher 
minimum established under another form 
he should be given special consideration. 
The company incidentally might con- 
ceivably apply for permission to create 
a “special” in as many general plan 
groups as it felt appropriate, but its 
decision must be tempered by the fact 
that administrative overhead would be 
increased in handling these extra forms 
to a degree which might neutralize any 
savings to the holders of these policies 
because of an increase in the average 
amount. 


Special Plans of 


Continental American 


GUY H. AMERMAN 


Vice President and Actuary 
Continental American Life 


Continental American for more than 
30 years has issued special plans with 
$5,000 minimum amount and has con- 
formed to these practices: 

We have offered a full range of 
plans on this basis, term, double pro- 
tection life, ordinary life, family in- 


come, limited payment life, and en- 
dowment. 
We have maintained a_ preferred 


underwriting differential. 
We have never made any commis- 
sion differential between plans in the 





A Tool Helping Colonial 
Ordinary General Agencies 


WILLIAM C. BROWN 


Vice President and Actuary 
Colonial Life 


Some years ago the Colonial Life de- 
cided to accelerate the production of 
Ordinary business by starting an Ordi- 
nary general agency department. Shortly 
after that department was under way 
our agency representatives brought 
strongly to our attention the fact that 
our premium rates were not at all com- 
petitive with those of purely Ordinary 
companies. This is simply due to the 
fact that our premium rates were nat- 
urally based upon the comparatively 
small average-size policy produced by 
our combination agents. Therefore, in 
order to provide a competitive tool 
which would enable our Ordinary agents 
to get into an entirely new group of 
prospects we brought out a preferred 
risk, minimum $10,000 policy. 

In setting the premium rates for this 
plan we considered not only the advan- 
tage due to the large minimum amount 
but also instituted preferred risk under- 
writing, and in addition, set up a rule 
that the policy could not be issued on 
monthly premium basis. It is our belief 
that this new policy has been effective 
in increasing the sale of Ordinary poli- 
cies and has been, as far as we are 
concerned, without any detriment to 
policyholders able to afford only smaller 
policies on other plans. 





preferred series and _ corresponding 
plans in the regular series. 

We have maintained careful cost 
accounting for the two classes in order 
to keep ourselves continuously in a 
position to justify the cost differential 
between the two classes. 


Believes Greater Latitude Permissable 


Although in the exercise of our busi- 
ness judgment we have chosen to oper- 
ate on the basis which I have described, 
we think that in principle great latitude 
is properly exercisable by any particular 
company in choosing its basis of opera- 
tion. We do not consider it essential 
that a full range of plans be offered. 
If the cost accounting of a company 
which offers only a single special plan 
justifies a lower rate for that plan we 
see no objection. We do not consider 
that an underwriting differential is es- 
sential. Cost differentials may in fact 
exist as a result of size classification, 
mortality classification, or other methods 
of classification, either singly or in com- 
bination, and when such cost differentials 
can be shown to exist they should be 
reflected in the rates or dividends. We 
do not think as a matter of principle 
that there need be any distinction by 
plan between policies in the special 
series and the regular series. That is, 
there is no reason arising out of prin- 
ciple why an ordinary life contract 
should not be issued in the special series 
and another ordinary life contract at a 
different rate in the regular series. Al- 
though we believe this is true as a 
matter of principle, in practice, to avoid 
confusion on the part of agents and 
customers, we believe it is advisable to 
make some plan distinction, but this 
distinction need not be substantial. We 
prefer not to comment in principle on 
the question of commission differentials, 
although in practice we have never made 
any. 

In general, we believe that cost dif- 
ferentials should be permitted if sup- 
ported by reasonable cost accounting 
covering the major items of cost. Such 
cost accounting, however, should not be 
carried to self-defeating extremes, but 
should be restricted to factors exhibit- 
ing substantial differentials. 
















— 




























954 


ies 


de- 
POt 
rdi- 
rtly 
way 
ight 
that 
om- 
lary 
the 
nat- 
vely 
by 
; ain 
tool 
ents 
» of 
rred 


this 
yvan- 
unt 
der- 
rule 
. on 
elief 
‘tive 
yoli- 
are 
to 
ller 


ding 


cost 
rder 
na 
itial 





SARC CN, 


mesesapeen 


Tange 


# 
y 
6 
‘9 























November 26, 1954 








THE EASTERN 
UNDERWRITER 






EEE 
+—Liw-“e— > yj 
EEE 














New York Insurance Department Conference on Special Policies 





Position of Acacia Mutual Life 


L. K. CRIPPEN 
Vice President and Actuary 
Acacia Mutual 

Deputy Straub has asked several com- 
panies not licensed in New York State, 
including the Acacia, for their views 
relative to the special policy situation. 
I am happy to make a brief statement 
covering our position in the matter. 

Acacia belongs to the school of 
thought which believes that a special 
policy with a minimum amount is both 
proper and sound. We believe that such 
a policy enables us to give appropriate 
service to the class of policyholders who 
are able to buy Whole Life insurance in 
large amounts and that in so doing we 
are operating an a basis which is equi- 
table to all of our policyholders. 

Our practice with respect to special 
policies back to 1916 when we 
adopted our first special Whole Life 
policy with a minimum amount of $5,000. 
This policy proved to be very popular 
and enabled us to effectively serve a 


goes 


group of and_ policyholders 
most of whom we would not otherwise 
have had an opportunity to serve at all. 

In 1926 we took another important 


step in the direction of giving the best 


prospects 


possible service to our policyholders. In 
that year we reduced our premium rates 
on all plans of insurance to rates lower 
than those charged by any other mutual 
life insurance company. Even though we 
made changes in our premium rates 
when we changed from 34% to 3% re- 
serve basis, and again when we changed 
to the 24u%% 
reserve basis our premium rates 


from the 3% reserve basis 
have 
continued at all times to be the lowest 
premium rates charged by any mutual 
life insurance company, even for the 
special plans under the discussion. 
During the years that intervened be- 
tween 1926 and 1948 (at which time we 
changed to the 24%4% reserve basis) we 
introduced several other 
amount policies. In each case, after a 
careful study of the life insurance needs 
which would be met by 
and of the type of prospects which would 
take such policies, the minimum amount 
of the policy was established on such a 


minimum 


such _ policies 


basis as to provide the lowest possible 





Popular $5,000 Minimum 
Plan of New England Mutual 


JOHN L. STEARNS 
Vice President and Actuary 
New England Mutual 


In 1948 the New England Mutual de- 
veloped an Ordinary Life policy which 
was issued for a minimum amount of 
$5,000 without special underwriting. It 
was soon evident, as a result of this 
practice, that the average sized policy 
issued was materially higher than the 
average size for policies .issued under 
other plans. Therefore, the New Eng- 
land Mutual felt justified in making a 
moderate difference in net cost between 
policies issued in the Ordinary Life class 
and the policies issued in the classes 
where there was not a $5,000 minimum 
requirement. 

This plan has proved itself extremely 
popular; in fact, it has established itself 
as the company’s leading plan by vol- 
ume of sale. 


premium rates consistent with safety for 
those policy plans. 

When we made our 
change in 1948, we decided, after 
ful study of our experience, that it would 
be to the best interests of our prospects 
and our policyholders for us to continue 
the special Whole Life policy with the 
$5,600 minimum amount. This continued 
to be a very popular contract. 


reserve basis 


a care- 


Meeting Changed Conditions 
Since then, however, we have contin- 
ued to study our experience very care- 
fully in order to determine as conditions 
changed—the cost of living in particular 
—whether or not our $5,000 minimum 
amount would continue to best serve our 
policyholders. A few months ago, we 
came to the conclusion that it would 
be well, in order to serve our prospects 
and policyholders in the most effective 
manner, for us to split the special Whole 
Life policy group with the $5,000 mini- 
mum amount into two separate groups. 
Our experience had convinced us that a 
$10,000 minimum amount would be too 
high for Acacia. We found that we had 
issued a tremendous amount of life in- 
surance to prospects and policyholders, 
usually for family protection purposes, 
who were able to take at one time be- 
tween $5,000 and $9,999 of Whole Life 
insurance, but not $10,000 or more. 

At the seme time we found that with 
changing conditions there had grown u» 
a very definite need, both in connec- 
tion with business insurance and_ for 
family protection for professional men, 
for a larger size minimum amount policv 
Accordingly, in order to adequately 
serve both of these types of applicants 
and policyholders we replaced our $5,000 
minimum amount Whole Life policy with 
two special policies. The first is a Life 
Paid Up at age 90 plan with a $5,000 
minimum amount and a maximum amount 
of $14,999. The second is a Whole Life 
policy with a minimum amount of $15,- 
000. With this change we are now in a 
position to offer the Whole Life type 
of protection to all our applicants and 
our policvholders on a basis fitted to 
their needs and at premium rates which 
are equitable to all concerned. These 
three policies are our Life Paid Up at 
age 8&5 policy with a $1,000 minimum 
amount, our Life Paid Up at age 90 poli- 
cv with a $5000 minimum amount and 
our Whole Life policy with a $15,000 
minimum amount. 


James T. Phillips 


(Continued from Page 3) 


mium rates should apply to all larger 
policies irrespective of plan, that again is 
essentially a matter for the judgment of 
the individual company. In my own com- 
pany we find for example, that the 20 
Payment Life policy currently has an 
average policy of $2,200, appeals primar- 
ily to younger age buyers and accounts 
for only 5% of new issues. On the other 
hand, the average of all policies issued 
is over $6,000; the Whole Life policies 
now average over $14,000 and account 
for 50% of their business. Since there 
are very few policies for large amounts 
under other plans it was considered im- 
practicable and unduly expensive to try 
to have special premium rates for large 
amount policies for all plans. 


Basic Level of Premiums 


Originally there have been some pub- 
lished statements referring to a “price 
war” among some of the insurance 
giants. Presumably this refers to the 
changes in premium recently made by 
the Equitable and the New York Life, 





Gradation of Premiums by Size 


W. M. ANDERSON 
General Manager 

North American Life of Canada 

Although our company is not licensed 
in New York State I asked as an ob- 
server at the hearing on special policies 
for the privilege of commenting on the 
general problem of gradation of pre- 
mium rates by size of policy as the 
position taken by New York State had 
the effect of regulating indirectly the 
practices of companies not doing busi- 
ness in that state. 

I appreciate the point of view of those 
companies who think that premium rates 
should be independent of size of policy, 
but I feel that this utopian situation 1s 
compatible only with a monopolistic 
position in the life insurance business. 
My reason is that there are many com- 
panies who tend to specialize in differ- 
ent policy size sectors of the market 
and whose premiums and net costs are 
related to the average policy size of 
the business obtained. This means that 
those companies who wish to provide 
life insurance service throughout the 
Ordinary market are unable to compete 
for the business of the large policy buy- 
ers with premiums and net costs which 
are geared to the market as a whole. 
The inevitable end result could only be 
one of specialization by company with 
comparatively few companies active in 
each size bracket rather than the much 
more desirable situation of many com- 
panies offering competitive service to 
every purchaser. My conclusion is that 
the fundamental issue is not the ques- 
tion of whether gradation of rates by 
policy size should be permissible, but 
rather what is the most satisfactory 
method of effecting necessary gradation. 


Suggests a New Procedure 


Respecting methods of gradation I 
feel that the concept of special policies 
with varying minimum amounts is a 


proper procedure, but not a satisfying 
answer to the problem. It would be 
preferable to contemplate a basic rate 
structure together with annual policy 
fees of some such amount as $5 per 
policy, for example. As an alternative, 
the rate structure might be one which 
is suitable for all policies of, say, $10,000 
or more, with a policy fee for smaller 
policies of, say, 50 cents for each $1,000 
that the policy falls short of $10,000, 
so that a $1,000 policy would have an 
annual policy fee of $4.50 as compared 
with the large policy rate basis. With 
either method the policy fee should not 
exceed those expenses which could be 
demonstrated to be incurred in relation 
to number of policies. 

I do not believe that policy fees should 

(Continued © on Page &) 


Stress s Health Service 
BUIST M. ANDERSON 
Vice President and Counsel 
Connecticut General 
The Connecticut General has not up 
until now issued any such special con 
tracts as are under review, but we are 
exploring this matter since Connecticut 
General is one of the few companies ot 
its size which does not issue such con 
tracts. The reason that we are giving 
consideration to this matter is quite 
frankly competitive, but in my opinion, 
it is unfortunate that the life insurance 
companies are beginning to stress price 
rather than service and health. 
In response to a question at the hear- 
ing I said that in my opinion the New 
York Insurance Department has been 
correct legally in approving for other 
companies contracts with premium dif 
ferentials based on size. In determining 
the premium rate for a “class” I believe 
it is proper to take into account size, 
commission rate, underwriting standards, 
cash values and such other factors as 
bear directly on cost. 





of fact all we have done is 
bring our basic level of premium rates 
down from the high premium to a 
median premium level. We have also 
made our premium rates for Special 
Whole Life policy comparable to those 
already being charged by other compa- 
nies for similar policies. I have a sheet 
showing for Ordinary Life, age 35, 
that the New York Life and the Equi- 
table premium rates are now just pen- 
nies different from the rates charged by 
The Prudential, and a little lower than 
the rates charged by the Metropolitan 
which has a $5,000 minimum policy in- 
stead of $10,000. 

This is the first change in our Or- 
dinary Life rates in more than 50 years. 
I see nothing in the way of such changes 
as has been made by the New York 
Life and the Equitable to justify the 
use of the term “price war.” Anything 
that can be done to clear this unfortu- 
nate statement would be of service to 
the insurance industry. 

The companies which have large aver- 
age size policies do not feel the pressing 
need for special policies as do other 
companies. To point this up I am show- 
ing that the average size policy of three 
companies who do not issue “special” 
policies and the corresponding average 
size policies for four companies now is- 
suing specials. With this information I 
also indicate the number of policies each 
of these companies will have to write 
for each million dollars of insurance ts- 
sued. It will thus be seen that the 
three companies not naw issuing specials 
have to write only 125 to 140 policies 
for each million issued of insurance 
whereas the four largest companies 
which issue special policies have to write 
200 or more policies per million. 

Denies “Price Cutting” Allegation 


There has been some reference to 


As a matter 


price cutting. The New York Life’s gen- 
eral level of premium rates under this 
new program are merely “median” rates 
in comparison with the rates of other 
companies. On the other hand, its pre 
mium rates for the $10,000 Whole Life 
policy are comparable with the premium 
rates of similar policies of other com- 
panies as shall be seen from the follow- 
ing table: 


Premium Rates per $1,000 
Ordinary Life Age 35 


Minimum 


Company Premium Insurance idopted 
Rates Amount Date 
a Companies with a “Special” Policy 
Metropolitan $25.00 $ 5,000 1948 
Prudential 23.64 10,000 1952 
New York Life 23.59 10,000 1954 
Equitable 23.41 10,000 1954 
II. Companies without a “Special” Policy 
Northwestern 
Mutual 27.64 1,000 1947 
Conn, Mutual 25.61 2,500 1954 
Mutual Benefit 27.61 1,000 1945 


Average Size Policy Comparison 


It is interesting to note the difference 
between the average size policy issued 
by companies issuing the so- cailed spe- 
cial policies and companies which do not 
issue them. This can be seen from the 
following table which also shows the 
number of policies to be written by the 
respective companies for every million 
dollars of insurance issued: 


Average Size Policy 
Based on 1953 Ordinary Paid Issues 


Number of Policies 


Average Per $1,000,000 
Company Policy of Business 
I. Companies with ‘Special’ Policies 
Metropolitan $4,177 239 
New York Life 4,784 209 
Equitable 5,058 198 
Prudential 5,089 197 


II. Companies without * “Special” 
Northwestern Mutual 7,064 
Connecticut Mutual 7,202 139 


Mutual Benefit Life 8,060 124 


Policies 
142 
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Claude Benner Sees 
Harm in Combination 


MAY BREAKDOWN AGCY. FORCE 


President Continental American Stresses 
Individual’s First Need Is 
Adequate Insurance 


Disavowing criticism of mutual 


fund shares in their proper use but defi- 


any 


combination of the 
Claude L. Ben- 


nitely against any 


two in a sales package, 


ner, president of Continental American 
Life of Wilmington, told the Life Un- 
derwriters Association of New York City 
last week that this would confuse the 
public about the merits of each, lead 
people to think that mutual funds and 
life insurance are similar and cause the 


purchase of mutual funds by people who 
have not satisfactory in- 
surance program and who ought to pur- 


completed a 


chase more life insurance. 

Market Being Restricted 
Appearing on the same program with 

Dr. Robert A. 

search for Farm Bureau Insurance Com- 


Agents’ 


Rennie, director of re- 
panies, whose life company recently an- 
that sell both 
life insurance certifi- 
Benner, 


nounced its agents would 


and mutual fund 


cates, Dr. who is also a nation- 


ally 


warning, 


recognized economist, sounded a 


before getting into the subject 
trend toward re- 


at hand, against the 


stricting the market for the sale of in- 


dividual life insurance by which, 
halt if 


maintained 


agents, 


he said, “must be brought to a 


our system is to be 
and prosper.” On 

“Today it is possible to build up a 
sizeable insurance estate without buying 
a single policy from a salesman. This 
is apparent when one adds up the life 
insurance benefits in Social Security to- 


agency 


this he said in part: 


gether with Group insurance which is 
increasingly been given free. Then add 
to this the additional Group insurance 


many plans which can be 
purchased by individuals at cut-rates, 
plus savings bank insurance, and if he 
is a veteran his $10,000 government in- 


provided in 


surance, and it becomes apparent that 
an insurance estate can reach the size 
able sum of six figures before an insur- 


has sold the prospect a 
And now to cap the climax 
way offered where mutual 


ance salesman 
single dollar 
we have a 


fund salesmen can also sell insurance 
I can well understand the concern with 
which the insurance salesman is watch 


ing this trend. 


“Does it not behoove us therefore be- 


fore advocating any increase in mass 
insurance coverage or before encourag- 
ing any subsidized form of insurance 


at the expense of the agent, that we 
give due consideration to the effect 
which such action will have on his wel- 


The one indispensable part of the 
institution of Americ 7 life insurance is 
its agency system. Undermine it by 
making it more difficult for the average 


rare 7 

















Life Insurance and Mutual Fund Shares 


Equities-Fixed Income 
Next Big Development 


IS VIEW OF ROBERT A. RENNIE 
Farm Bureau Spokesman Sees Mutual 
Fund—Life Insurance Package 
Present Answer 


The life insurance business cannot re- 


main complacent in the face of long- 
term inflationary trends; “some form ot 
combined savings, equities with fixed 


and both protected by life in- 
surance, is going to be the next big de- 
velopment in the life insurance indus- 
try,” said Dr. Robert A. Rennie, director 
of research for Farm Bureau Insurance 
Companies, before the Life Underwrit- 
ers Association of New York City last 
week. 


income, 


Background of Farm Bureau Plan 


proportion of income 
has been very stable 
Dr. Rennie. “Other 
forms of saving have been shooting up. 
In recent years, the savings going into 
corporate securities rose almost six times 
as fast as the amount going into life in- 
surance. In other words, people will put 
enough into insurance to secure life 
protection, but they are beginning to 


“Although the 
spent on insurance 
since 1941,” said 





a good living and a vital 


agent to make ; 
blow will be struck at the future pros- 
perity of the industry. This cannot be 


repeated too often. 
Shows Fundamental Difference 


Stressing the fundamental difference 
between lite insurz ance and mutual funds, 
Dr. Benner said: “No one knows what 
this mutual fund will be worth at the 
end of ten years. The sum cannot be 
stated a fixed amount like it is in an 
endowment policy. It will all depend 
upon the vz ne of the shares at the end 
of the ten years. If at that time the 
country happens to be in a boom, the 
results will no doubt be quite satisfac- 
tory. Should business be in a depression 
on the other ag the results are even 
more certain to be unsatisfactory. 

Then Dr. Reanct cited what he 
termed his biggest objection to the pro- 
posal. 

“It seems clear to me that a different 
type of sales presentation must be used 
in selling mutual fund shares from that 
required in selling life insurance. In 
fact, I can hardly imagine two sales 
talks which must be more dissimilar in 
nature and content if they are to be 
successful. 

“In life insurance we are dealing in 
certainties. Our contracts contain spe 
cific provisions about definite amounts 
of money which we promised to fulfill 
irrespective of what business conditions 
may prevail. The experience of the past 
shows that we can successfully meet our 
contracts, come good or bad times, in 
panics or depressions, in war or in peace. 
The record has been so phenomenal that 
it caused one of the most radical New 


Dealers to exclaim at the conclusion of 
the TNEC investigation, ‘The record of 
insurance companies has been almost 


too good to be true.” 


ALL LINES .... 
ALL POLICIES ... 


ALL BENEFITS ... 


ALL RISKS. .... 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 
- Life, Accident & Health, Hospital and Group. 
- Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 
- Premium waiver, Double Indemnity, Family 
Income, Family Maintenance. 
- We will write substandard on ANY 
POLICY WE ISSUE. 
We have an excellent agency contract for Surplus Line Producers. For details, write: 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
Home Office: Jamestown, N. Y. 
M. O. Doolittle, President 
NEW YORK OFFICE: 60 EAST 42nd STREET 








find other forms of saving which they 
think will better the needs for which en- 
dowment policies and annuities were de- 
signed. 


“There is no doubt that inflation has 
been the reason for this. More and 
more people are asking themselves: why 


take out retirement annuities or endow- 
ment policies when the dollar is worth 
less and less? They are afraid of “fixed 
dollar” annuities precisely because the 
dollar isn’t fixed. That is the real rea- 
son for the astonishing growth of mu- 
tual investment funds; it’s the reason 
the mushrooming non-insured pension 
plans are investing in common stocks; 
it’s the reason for the emergence of 
variable annuity plans such as the Col- 
lege Retirement Equities Fund (CREF) 
designed to balance the risks inherent 
in the ‘fixed dollar’ annuities. People 
are looking for inflation insurance. 

“We in the industry have viewed this 
relative shift away from life insurance 
and toward securities with disapproval. 
We wonder if people really understand 
the short-term risks of the market, if 
they have adequately considered ‘the 
need for retirement income guaranteed 
for life and the settlement options which 
only the annuity principle can provide. 
Certainly, investment funds cannot pro- 
vide them. 

“It was in weighing all these factors, 
balancing the risks involved, the need 
for protection against the need for sav- 
ing, the inflation hedge against the dan- 
gers of deflation, that we at Farm Bu- 
reau Life finally worked out a plan that, 
within the limitations of present state 
laws, we thought would best meet the 
needs of the middle-income family. 


“We have not thrown aside the pro- 


tection that only life insurance can 
give. On the contrary, we have used 
life insurance to help our families meet 
their needs for long-term saving. 
How the Plan Works 

“Our plan, briefly, works this way. 
lf a man decides to carry out this sav- 
ings program through Mutual Income 


Foundation, he may set a lifetime goal 
for himself to meet all requirements. 
He wants, perhaps, an educational fund 
and additional real retirement income. 
The amount he must put into the fund 
each month (or quarter, or year) to 
reach his goal is determined in the 
usual manner by setting up a_ table 
showing in dollars the periodic payments 
needed to meet the educational commit- 
ments and the assumed annuity pay- 


ments when they come due. The table is 
computed on the assumption that in- 
terest and other earnings will be at the 
rate of 34%% a year. Mutual Income 
Foundation may pay more or less than 
this rate, depending on future economic 
conditions and the wisdom of invest- 
ment management. On the basis of past 
experience, this is a conservative as- 
sumption. In fact, over the past 15 
years, cash distributions have been close 
to 534% and the share price has in- 
creased 60% in that period. 

“In addition to the Mutual Income 
program, Farm Bureau Life is under- 
writing on an individual policy basis, life 
insurance as an independent supplement 
to these periodic investments in Mutual 
Income Foundation. In genet ral, this will 
be one of the company’s reducing Term 
policies, and will be underwritten in the 
same manner as all life policies issued 
by the company. In this way, the indi 
vidual is protected in two ways: if he 
lives, he can achieve his savings objec- 
tive through Mutual Income; if he dies, 
his family will receive life insurance 
benefits sufficient to complete the sav- 
ings goal. 

“Our program bears no relation to 
other plans which require that periodic 
payments to mutual funds remaining un- 
paid at time of death shall immediately 
become due and payable to the fund as 
an obligation of the estate and_ that 
the insurance proceeds shall be used to 
satisfy this obligation. The proceeds of 
the individual life insurance policies sold 
by our agents will be paid to the bene- 
ficiary and not to Mutual Income Foun- 
dation. We are not creating competition 
for our agents; in fact, we are helping 
them to meet such competition by giving 
them a more competitive product. 


“The policyholder does not take any 
formal action on the annuity feature of 
the program until retirement. At that 


time, at his option, the Foundation will 
begin to liquidate his investment. This 
is the way our plan works. Between 
ages 65 and 75, for example, the policy- 
holder will redeem a certain number of 
his shares each year, using part of them 
to buy a deferred annuity to begin pay- 
ment at age 75. The rest of the savings, 
of course, he will use to live on. 

“In this way, he has two extra pro- 
tections: one, he can take advantage of 


all higher yields and increase in the 
share price by only withdrawing part 
of his savings each year; and_ two, 


should he live on after he has used up 
(Continued on Page 10) 
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Disability Benefits ¢ 
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EMPLOYEE 
PROTECTION 
PLAN 













XN 
a New York Life Agents throughout the United States, 
a Canada, Hawaii and Alaska offer their clients 
4 
| 


FULL CIRCLE PROTECTION 


New York Life Employee Protection Plans provide ‘‘Big 
Company"’ benefits for those who employ 10 to 24 people. 


Low Cost Coverages for life insurance, weekly disability 
and liberal hospitalization benefits. 





Ordinarily no medical examinations. Features similar to 


Major Medical. 


NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, NEW YORK 10, N. Y. 
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Sprague 2nd V.P. Agcy. 
Provident Mutual Life 


H. G. BARNHURST 1 TO NEW YORK 


Sprague Joined Conga as Manager 
Here in 1935; Barnhurst Has Been 
Syracuse General Agent 

Lewis C. Sprague, general agent for 
Mutual at 101 Park 


has been elected second vice 


Provident Avenue, 


New York, 
president, Agency Department, it is an- 
nounced by Thomas A. Bradshaw, presi 
dent of the c Vice president 


pany. 





Fabian Bachrach 


HENRY G. BARNHURST 


and manager of agencies is James H 


Cowles 
Succeeding Mr. Sprague in New York 


will be Henry G. Barnhurst, formerly 


general agent at Syracuse, as manager 


of the agency. The changes are effec 
tive January 1 
Mr. Sprague 


as manager in 


joined Provident Mutu 
New York in 1935 and 
later was made. general 


three vears 


agent. He has served as 


president of 
\sso- 
ciation, has been active in Life Mi ina 


Association of New York, Life Un 


Association of New York 


Provident Mutual General Agents 
gers 
derwriters 
City, is a member of the Round Table 
Scarborough 


group here, trustee of 


Presbyterian Church and member of 
Amherst College Chapter of Delta Kapp 
Epsilon 


Mr. Barnhurst is a graduate of Haver 
ford 
through the Spra 


where he became Group 


Provident 
ue Agency in 1931, 
and la- 


lifying for the 


College and joined 





advisor 
ter supervisor, qua com 
pany's top sales club. He was appointed 


general agent at Syracuse in 1949. H 


is a past president of Syracuse Generz] 
Agents and Managers Association and 
of Syracuse Life Underwriters Associa 


tion, currently being president of Provi 
dent Mutual General Ag sin and Man 

gers Association. A Naval officer in 
World War II, he is active a commu- 
nity affairs in Syracuse, a Mason, and 
chairman of the board of trustees of 


his church. He « rganized the Naval Re 
serve Officers of Onondaga County. 

In other Provident Mutual changes 
William H. Weller, supervisor at Syra- 
cuse for the past three years, will suc- 


ceed Mr. Barnhurst. Eugene R. Hook, 
district supervisor of the W estfield, 
N. J., branch, has been appointed mana- 
ger of the New Brunswick-Westfield 
agency. He is president of the Plain 
field Life Underwriters Association. Ed- 
ward F, Jackman, who has been super- 














ANN 


LEWIS C. 


Fabsan Bachrach 
SPRAGUE 


visor in the Sprague agency since 1951, 
has been made manager at Toledo. 
Richard L. Benson, who has been mana- 
ger at New Brunswick, returns to the 
home office training section of the 
agency department. He is a director of 
the New Brunswick Junior Chamber of 
Commerce. 


N. Y. Life ‘Siviilictile 


The New York Life announces that 
it will pay a record high total amount 
in dividends to its policyowners in 1955. 
The amount to be reserved for dividends 
to individual life insurance and annuity 
policyowners in 1955 will be approxi- 
mately $83,000,000 as compared with 
$76,400,000 in 1954. Of the $6,600,000 in- 
crease, about $3,100,000 is due to growth 
of the company and $3,500,000 is the re- 
sult of changed dividend scales for cer- 
tain categories of policies. 

siege il dividend payments will vary 
iccording to the amount of a particular 
po licy, he plan and benefits, the age at 
which the policy was issued, and the 
time it has been kept in force. 





More on Special Policies 
Dept. Hearing Next Week 


The Eastern Underwriter will in 
next week’s edition continue the pub- 
lication of summaries of talks on 
policies made at conference 
of companies in New York State 
Insurance Department. 


“special” 











Guardian Against Sending 
Money Behind Iron Curtain 


Guardian Life of New 
to send policy proceeds behind the Iron 
Curtain, it was disclosed Monday in an 
action pending in U. S. District Court 
for the Southern District of New York. 
The plaintiffs in the involving 
$20,000, are policy beneficiaries living in 
Poland. The suit in their name is based 
upon the allegation that the money is 
due but that Guardian has refused to 
pay its obligation to the named bene- 


York refuses 


action 


ficiaries. 
Guardian’s position, expressed in an 
answer filed in court, is to question that 
plaintiffs would receive the money or 
that they have voluntarily authorized 
the Polish Government to collect it for 
The company declares that Com- 


police 


them. 
munist-dominated 
state and that the beneficiaries are com- 
pelled to have the money turned over 


Poland is a 


to the Polish Government. The com- 
pany maintains that the complaint 
should be dismissed or that the funds 


due to such beneficiaries should be de- 
posited in court for their benefit and 
protection rather than be transmitted 
behind the Iron Curtain under existing 
political conditions. 

The case is the first of its kind with 
respect to the payment of life insurance 
proceeds to Iron Curtain beneficiaries 
Plaintiffs are represented by Wolf, Pop- 
per, Ross, Wolf & Sons of New York 
City; Guardian is represented by Wat- 
ters & Donovan of New York and 
Washington, D. C. 








(If qualified). 


id 


charge. 
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CHARLIE McKEONE... 


Best in the Pension Trust Field 
...Here’s Why: 


Guaranteed issues — no rejections to a specified amount. 


Same rate for females as for males on life insurance. 
Disability Waiver of Premium included without specific extra 


4. Combination Plan — No loading charge upon conversion. 
5. Conversion made at retirement age, not one year before. 


6. Deposit administration with guaranteed 22% interest rate 
for life of plan (presently paying 3%). 


Pensions of $20.00 or $30.00 per month may be provided by 
each $1,000 of Insurance, materially reducing cost of plan. 


Regular Ordinary Life first year and renewal commissions 
(vested) in combination plans. 


9. Our Pension Department is equipped to advise with you and 
assist you in the preparation of the proposal and the annual 
computations and forms required by Internal Revenue. 


THE JAMES G. RANNI ORGANIZATION 
Oldest Manhattan Life Agency. . 


921 Fifth Avenue, New York 17,N.Y. - Murray Hill 7-8750 


BILL RANNI 


. 28 Years of Know-How 


- BOB RANNI 





























Opportunity for 
AGENCY ASSISTANT 

In Home Office of large New 
England life insurance company. 
Prefer young man with home 
office or agency experience in 
cost work and office layout. 

Furnish complete personal his- 
tory in first letter. All replies will 
be treated confidentially. 

Write Box 2272, The Eastern 
Underwriter, 93 Nassau Street, 
New York 38. 











Essential First Payments 

In an illustrated booklet about neces- 
sity of careful planning of estates the 
Aetna Life asks on the cover of the 
document: “Are you leaving your estate 
to more people than you think?” Con- 
tinuing the company says: 
forward looking man 
his family to enjoy financial security 
today—and tomorrow after he has gone. 
Yet, passing your property to your heirs 
can be complex—and costly. More peo- 
ple than you may realize are waiting 
to share it. Transfer expenses can 
shrink your estate alarmingly—before 
your loved ones can even touch it. What 
can you do about it?” 

Aetna Life then explains how life in- 
surance can meet the situation. 


W. M. Anderson 


Page 5) 


“Every wants 


(Continued from 


be the subject of regulation, but compa- 
nies should be required to justify the 
size of their policy fees to the super- 
visory authorities. In my opinion, a pol- 
icy fee method would permit a much 
greater degree of equity as between 
policyholders than the rather rough jus- 
tice provided by special policies with 
high minimum amounts. 
Uncertainty of Cash Outgo 

As to the propriety of varying the 
interest assumption as between policies 
of different sizes, there exists the prob- 
lem of relative uncertainty of cash out- 
go. Policies under which large surren- 
ders are unlikely when interest rates 
are high and where excessive use of 
settlement options is not a problem 
when interest rates are low, could prop- 
erly be the subject of higher interest 
rate assumptions. In my company this 
course of action has been followed in 
the case of a special series for policies 
below $2,500. The same justification 
might obtain in the case of high min- 
imum amount policies whose prepon- 
derant use is for business insurance and 
estate tax purposes. 


Special Policies 
(Continued from Page 1) 


as four full pages of ads have been run 
in a single issue by insurance companies 
in which were accentuated what ap- 
peared to be sale of policies at a lower 
rate. Our concern is that the public which 
has always regarded life insurance as a 
Tiffany product may be influenced to 
change its attitude towards the life 
insurance institution as a result of this 
type of advertising.” 

Deputy Straub also said that while 
the Department has approved these 
various forms “it should not be regarded 
as an estoppal against the Department 
from reconsidering the question in its 
entirety.” He also said: “On the basis 
of the replies we received from our let- 
ter asking companies to come to the 
Department and give their views it is 
apparent to me that the companies are 
either enthusiastic for the issuance ot 
these special policies or are violently 
opposed to them.” 
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N.Y. Club Honors Society 
Of Actuaries Officers 


KLEM AND ANDERSON GUESTS 


Dinner Also Has Fun Spoofing Current 
Turmoil Over Competitive Selling 
and Advertising 


No more serious individuals than actu- 
aries can be found in insurance during 
office hours as they are so occupied with 
intricate scientific problems of mathe- 
matical calculation, but there is no more 
playful and jolly group when gathered 
at such a banquet as that of Actuaries 
Club of New York held in Martinique 
Hotel last week. That’s their big tun 
night. Seated on the dais and looking 
mightily uncomfortable before the speak- 
ing starts are always half a dozen actu- 
aries—sometimes the best known ones in 
America. They squirm in the knowledge 
that they are to receive a good-natured 
but penetrating and sometimes decidedly 
personal introduction from the official 
toastmaster—Milton Goldberg of Equi- 
table Society—and, furthermore, realize 
that they must make good as entertain- 
ers. Serious talks are generally barred. 

The club’s dinner last week especially 
honored Walter Klem, senior vice presi- 
dent of Equitable Society, recently elect- 
ed president of Society of Actuaries and 
on the day of the Martinique dinner 
made a director of the Society. The ‘oc- 
casion wes also given eclat by the pres- 
ence of William M. Anderson, vice pres- 


ident, Society of Actuaries, and general 
manager, North American Life of To- 
ronto. 


Canada Has Competition, Too 


The speakers, who quickly recovered 
from their nervousness as they and their 
companies were skillfully ribbed by the 
toastmaster, had a lucky break because 
at their disposal was a tailor-made topic 
which had been under review during the 
day at New York Insurance Department 
—aggressive selling of special policies 
and the advertising thereof. 

An unusually illuminative talk at the 
Martinique dinner was that of “Bill” 
Anderson of Toronto whose company is 
not entered in New York State but who 
knows the lowdown about all operations 
of American companies doing business 
in Canada, or pretending to do so, Ina 
brilliant analysis of competitive condi- 
tions in the Commonwealth Anderson 
explained not only how Canadian com- 
panies are able to meet competitors but 
also how that competition from “friends 
South of the border” frequently results 
in considerable advantage to the Cana- 
dian companies. 

Chairman of the Martinique dinner 
was T. Arnol Crowther, Metropolitan 
Life, president of Actuaries Club of New 
York. Vice chairman was William Alan of 
Home Life. In addition to Messrs. Klem 
and Anderson speakers at Martinique 
dinner were these: 

Henry E. Blagden, 
The Prudential. 

Andrew Webster, vice president for selection, 
Mutual of New York. 

Gilbert W. Fitzhugh, 
Metronolitan. 

William J. 
table Society. 

Henry J. L. Fortuin, actuary pension depart- 
ment, Marsh & McLennan. 

George B. Carlson, Bowles, Andrews & Towne. 


second vice president, 


second vice president, 


November, vice president, Equi- 





Elect E. R. Ziegler President 


_ Edward R. Ziegler, treasurer, Bronx 
Savings Bank, is the new president of 
the Savings Bank Life Insurance Coun- 
cil of New York. Fred G. Kracke, vice 
president, the Lincoln Savings Bank of 
Brooklyn, was elected vice president of 
the Council. In addition, Michael A. 
Gironta, manager of life insurance de- 
partment, East New York Savings Bank, 
was elected secretary. Mr. Ziegler is 
president of Beverly Crest Community 
Association in the Bronx; trustee of 
Tremont Methodist Church; treasurer 
of the Parents and Friends of the Col- 
lege Fund of the U. S. Maritime College. 
Fort Schuyler, and has participated in 
numerous civic activities. 


Austin With Republic Nat'l 


Thomas H. Austin has joined the Re- 
insurance Division of Republic National 
Life of Dallas, as assistant vice presi- 
dent. Mr. Austin was formerly general 
manager and secretary-treasurer of Life 
Insurance Co. of Texas. He began his 
life insurance career with the Sun Life 
of Canada in Richmond, Va., as cashier, 
was later promoted to manager of the 
Newark, N. J., office and branch secre- 


tary at Portland, Me. 


HARRY M. PIPER DEAD 

Harry M. Piper, agency director in 
Bristol, Tennessee, for Atlantic Life, 
died of a heart attack, recently. His age 
was 65. 

He became associated with Atlantic 
Life during the early twenties as district 
agent in Bristol. A few years later, he 
joined Volunteer Life of Chattanooga. 
In 1944, he returned to Atlantic Life 
to become agency director of the Bristol 
othce. 

A civic leader, he was a past president 
of the Bristol Life Underwriters Asso- 
ciation. 


ROCHESTER ASS’N MEETS 
Rochester Life Underwriters heard a 
panel discussion of their work at a re- 
cent breakfast meeting. Speakers were 
Mrs. John Branch, attorney; Arthur M 
Union Trust Co.; 
s, manager of Grimm 


R. Hughes, president, 
Victor D. Stsiving 
& Co., and Dort A. Cameron, assistant 
Lincoln Rochester Trust Co 
“What is your opin- 


secretary, 
Their topic was: 
ion of life underwriters in this commu- 
nity and what are your suggestions to 
improve the service they render?” 

















LIFE 


ORGANIZED 





For full information on the compre- 

hensive Employee Insurance Plans e 
written by the Massachusetts Mu- @ Polio Expense Benefits 
tual, see or phone our Group Man- 
ager or General Agent in your 
community, or write to us. 


—Masrachusell, Mutual 


INSURANCE COMPANY 


MASSACHUSETTS 


OWNED BY ITS POLICYHOLDERS— OPERATED FOR THEM 


1851 


@ Diagnostic X-Ray and Laboratory 
Expense Benefits 


SPRINGFIELD, 


ne 
ave the Beuefits 


@ Life Insurance Benefit 


Accidental Death, Dismemberment 
and Loss of Sight Benefit 


Weekly Disability Benefit 
Hospital Expense Benefits 
Surgical Expense Benefits 
Medical Expense Benefits 


Dependent Medical Expense 
Benefits 


Special Accident Expense Benefit 
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Wm. H. Whorf Succeeds 
Brice McEuen at LIAMA 


NAMED DIRECTOR OF SCHOOLS 


William O. Cummings, Stuart C. Ferris, 
Charles K. Reid, II, S. Y. Smith 


Made Senior Consultants 


William H. Whorf has been appointed 
director of schools for Life 
Agency Mar 


announced by Lewis W. S. Chapman, di- 


Insurance 


1agement Association, it was 





rector of the company relations division 
aces Brice F. McEuen, who has 
ned agency director for Lamar 


Also announced 


were four advance- 
ments from consultants to senior con- 
William O 
C. Ferris, Charles K. Reid, II, and Stan- 
ford Y. 

Mr. Whorf joined the LIAMA staff in 
November, 1951, and the following year 
was named senior consultant. A grad- 
f Amherst College, Mr. Whorf en- 
tered the Marine Corps where he served 
in the Pacific campaigns of World War 
Il. When he was discharged in 1945 


Cummings, Stuart 


Smith 


uate O 


with the rank of captain, he went with 
the New England Telephone Co. and 
two years later went with the Pacific 
Telephone Co. as traffic manager. From 


there Mr. Whorf went to Paul Revere 
Life in 1948 as a Group representative in 
California and later as field supervisor. 
He left Paul Revere in 1951 to join the 
LIAMA. 

Author and Teacher 











4 member of the association’s edi- 
torial committee for Manager’s Hand- 
book, Mr. Whorf is also author of The 
Third H: 1, a motivating booklet for 





e, The How of A. & H. 
and How to Build a Sales Talk 
| ° member of the 





regular 


s been a 

eaching staff of the Schools and serves 
ilso as a_ staff representative on 
LIAMA’s accident and health committee 
nd C ian companies committee. 












ummings was the Julian Price 
n i nce at the University 
lina before joining the 
insurance career began 
first for Aetna Life and then 

Mutual. His 


























next position 
isa to the educational director 
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e Nz ummings was appointed 
vert an ity manager for 
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S the University of 
; he following year was 
Huebner Fellow Before 
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made a 


WILLIAM H. WHORF 


district superintendent. Two years la- 
ter he was promoted to district manager 
and was manager in Memphis when he 
left the company to join the association. 





C. W. Johnson, D. L. Bailey 
In N. Y. Life Group Change 


The transfer of Clifford W. Johnson 
from Milwaukee to the post of district 
Group supervisor in St. Louis and the 
3ailey to home 
charge of the 


promotion of Duane L. 
office representative in 
Milwaukee district group office in the 
New York Life Group sales organiza- 
tion, have been announced by Ervin C. 
Jones, assistant vice president in charge 
of Group sales for the company. 

Mr. Johnson has been in charge of the 
Milwaukee office since September, 1951. 
He started with New York Life earlier 
that year as home office representative 
in Chicago following two and one-half 
vears of experience in Group sales. In 
St. Louis he fills the position left vacant 
by the transfer of Thomas A. Repp, 
formerly district Group supervisor, to 
become brokerage supervisor for New 
York Life in St. Louis. Mr. Johnson is a 
graduate of Northwestern University. 
Mr. Bailey has been with the New York 
Life Group sales organization § since 
March, 1952. He was promoted to home 
office representative in Cincinnati earlier 
this year. He is a graduate of Michigan 
State College. 
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ATTRACTIVE. 


ENDOWMENT! 


bed Minimum Amount Issued — $10,000 


full details. 
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A preferred risk policy, life paid up of 
at age 60—with the option, at age 60, ee 
of continuing premium payments to 
MATURE THE POLICY 


General Insurance Brokers are invited 
to call the nearest GUARDIAN Office for 


& GUARDIAN 
Ge Shurance Copry OF AMERICA 


FIFTY UNION SQUARE 


Brey 
ae jor your KIT 


| GUARDIAN’S NEW 


Preferred Risk 60 
with Endowment Option 








AS AN oO 














NEW YORK 3, N. Y. 
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Our New Address— 


347 Madison Avenue, N. Y. 
WOLFSON —BERKSHIRE LIFE 





General Agent at D. of C. 
For Massachusetts Cos. 


FRANK I. BUSBEE 


Frank I. 
eral agent of the Massachusetts Protec- 


3usbee has been named gen- 
tive Association, Inc., and the Paul 
Revere Life at Washington, D. C. 

North Carolina State 
3usbee entered the insur- 
Previously, 


A graduate of 
College, Mr. 
ance business six years ago. 
he had been in Government administra- 
tive work for 13 years, most recently 
War 


and the Department of Labor. 


with the Manpower Commission 


Mr. Busbee served as general agent 
for Monarch Life for four years and 
was a member of its home office ad- 
visory council last year. 

Active in insurance association affairs, 
he is national legislative committee 
chairman of the International Associa- 
tion of A. & H. Underwriters, past 
president of the District of Columbia 
Health and Accident Association, a 
member of the A. & H. committee of 
the District of Columbia Life Under- 
writers’ Association and a charter mem- 
ber of the general agents’ and mana- 
gers’ conference of NALU. 


W. T. Kilborn Dies 


William T. Kilborn, 65, who had been 
a representative for the Metropolitan 
Life in Seattle for the past 28 years, 
died recently of a heart attack. 


Rk. A. Rennie Views 


(Continued from Page 6) 
his savings at 75, he will have a life 
annuity until the day he dies. 

“All these package features, of course, 
are purely voluntary. The investor in 
Mutual Income Foundation can cash in 
his certificates at any time. He can pur- 
chase any type of life insurance he 
wishes, or none at all. And he doesn’t 
have to follow our special retirement 
annuity plan at age 65 if he doesn’t 
want to. None of this is binding: it is 
only a suggestion for estate planning 
worked out in order to meet all reason- 
able risks of a man’s savings and re 
tirement program.” 
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Agency Manager Appointed 
By Myron I. Specht Agency 


JEROME FINKELSTEIN 


Myron I. Specht, general agent in 
Brooklyn for Security Mutual Life of 
Binghamton, N. Y., has announced the 
promotion of two members of his 

staff. 
cashier, becomes agency mana- 
Walker, assistant 
cashier, has been advanced to cashier. 

Mr. Finkelstein, who entered the in- 


agency's Jerome Finkelstein, 
agency 


ger, and Constance 


surance business in 1949, became asso- 
ciated with the Specht agency last Feb- 
ruary. He served in the Army from 1943 
until 1946 and is an overseas veteran, 
having seen service in the South Pacific 
area. Prior to entering the service he 
was graduated from Long Island Uni- 
After 
leaving the service he was a social in- 


versity with a B.S. in Sociology. 


vestigator with the Department of Wel- 
fare, serving in that post until he en- 
tered the iife insurance business in 1949. 
As agency manager, Mr. Finkelstein, 
a programming specialist, will assume 
broader responsibilities in agency de- 
velopment, by assisting the production 
staff in all phases of estate planning. 
He will also instruct, with General Agent 
Specht, the courses in intermediate and 
advanced underwriting, conducted at the 
agency’s offices at 10 Court Street. 
Mrs. Walker joined the 


October, 1953, serving as secretary to 


agency in 


the general agent. 

At the agency’s second 
dinner, held last month, and attended by 
over 100 people, Security Mutual’s 
Agency Vice President Norman T. Car- 
son, announced that the Specht Agency 
ranked as the fourth largest agency of 
the company throughout the country. 


anniversary 


$57 Million Traffic Toll 


In Life Insurance Claims 
Motor vehicle fatalities accounted for 
29,000 life insurance death claims in the 
first nine months of this year, represent- 
ing $57,000,000 in payments, the Institute 
of Life Insurance réports. 

This is 1,000 more claims and $2,000,000 
more in benefits paid under traffic death 
claims than in the corresponding months 
of 1953. 

“Even this huge aggregate of benefit 
dollars reflects only a small portion of 
the total economic loss from this traffic 
toll,” the Institute commented, adding 
that “many of these claims were under 
policies which had been in force less 
than a year.” 





New England Mutual Opens 
New Offices in Charleston 


New England Mutual has shifted its 
agency headquarters for the state of 
West Virginia to newly opened offices 
in Charleston. The agency is under the 
menagership of William V. Courtney, 
whose appointment was announced 
earlier this fall. District offices are main- 
tained in Huntington, Marietta, Ohio, 
Wheeling, and Parkersburg, where the 
agency headquarters were previously lo- 
cated. 


Guardians and Executors 
Guardians and administrators derive 
their authority and power from their 
appointment and from the law applicable 
thereto and not from an express au- 
thority conferred by the ward or the 
deceased, says Deane C. Davis, presi- 
dent, National Life of Vermont, in “The 
Life Insurance Policy Contract,” pub- 
lished by Little, Brown and Co., Boston. 
Executors derive their authority from 
the fact of their appointment and the 
law applicable thereto, but in addition 
their power may be enlarged or dim- 
inished by the terms of the will. 


Livermore Southern Cal. 
Manager Mutual Trust 


Fred Livermore has been made mana- 
ger of Mutual Trust Life for Southern 
California, headquarters in Pomona, Cal 
After attending University of Alabama 
and University of Southern California 
he had five years with the Air Force 
Italy, decorated 11 


For nine years he has been with 


serving in being 
times. 
Connecticut General in Southern Cali 
fornia. 





WHO WRITES WHAT? 


WE DO! 





Are you or your client ever confused by the welter of new “hot rod” ordinary life 


ads — extra dividends to quit, substandard preferred risk, giant economy size, lower- 


than-anybody’s estimated cost? 


Well, we’ve got one—but it’s much simpler. 


Whole Life Plan W (Non-Par) 





Guaranteed Premium (including waiver) first 20 years 


Guaranteed cash surrender value 20th year 


Guaranteed premium (including waiver) after 20th year 


Guaranteed cash surrender value at age 65 


Age 35 
$ 27.15 
487.00 
12.22 


636.00 


Guaranteed right to pay up or mature at any time after 10 years 


Issued in amounts of $5,000 and more, ages 0 to 60 


(Age 0: 


Initial premium $14.85; 21st year and after, $4.46) 


Wonderful how that word guaranteed sometimes helps to clear the air. 


For full details of other unique features of this Whole 


Life policy, contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experience im brokenage seruice 


Fourth in a Series 
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O. M. BARRY W. T. BOLTON R. W. BREMNER W. E. CARNRIGHT E. B. CASE J. H. COLES 
Jackson, Miss. Joined Syracuse, N. Y. Joined New York,N.Y. Joined New York,N.Y.Joined Rochester,N. Y. Joined _— Pittsburgh, Pa. Joined 
Home Life, 1931; be- Home Life, 1942; be- Home Life, 1942; be- Home Life, 1945; be- Home Life, 1947; be- Home Life, 1939; be- 
came Manager, 1935. came Manager, 1949. came Manager, 1949. came Manager, 1954. came Manager, 1951. came Manager, 1943. 


No Previous Experience— 


Yet Each of These Men Found 





New Orleans, La. Louisville, Ky. Joined 
Joined Home Life, Home Life, 1936; be- 
1926; Manager, '35. came Manager, 1945. 


F. FRIEDLER, CLU H. L. HAMILTON, CLU Ma in ag elm ent 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 8, New York 


W. P. Worthington J. H. Evans 
President Vice Pres. & Mgr. of Agencies 





R. N. LYONS W. J. MC FEELY, JR. 
Philadelphia. Joined Baltimore, Md. Joined 
Home Life, 1938; be- Home Life, 1938; be- 
came Manager, 1947. came Manager, 1947. 








L. MINUSKIN D. M. MUNN J. F. PAQUIN W. C. PETTY, SR. R. E. PHILLIPS Cc. O. PRATT 
Paterson, N. J. Joined New York, N. Y. Joined Rockford, Ill. Joined Huntington, W. Va. Chicago, Ill. Joined White Plains, N. Y. 
Home Life, 1929; be- Home Life, 1933; be- Home Life, 1943; be- Joined Home Life, Home Life, 1948; be- Joined Home Life, 
came Manager, 1930. came Manager, 1942. came Manager, 1947. 1930; Manager, '42. came Manager, 1952. 1947; Manager, ‘52. 
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J. S. DUDLEY, JR., CLU 
Atlanta, Ga. Joined 
Home Life, 1937; be- 
came Manager, 1949. 






H. W. DAVY, CLU 
San Francisco. Joined 
Home Life, 1932; be- 
came Manager, 1943. 


H. S. EASTON, CLU 
Cleveland. Joined 
Home Life, 1943; be- 
came Manager, 1944. 


E. F. DAVY, CLU 
Salt Lake, Utah. Joined 
Home Life, 1929; be- 
came Manager, 1939. 





1943, 


THESE 31 AGENCY MANAGERS are living proof of 
“opportunity unlimited” at Home Life. Each of them joined 
the company with no life insurance experience; each was a 
successful ‘“‘Planned Estates’ Field Underwriter, received 
management training and is now managing his own agency. 
As a group, they average 18 years of Home Life service. 


Their careers are the fulfillment of a promise that 

is made to each individual who joins the company. In 1924 
Home Life President E. I. Low first put it into words: 

“T am ambitious that this company shall not only give to 
its policyholders the ultimate in life insurance service, 

but that it shall be a good company to work for. 

I want it to offer to the men and women associated with 

it the widest scope for . . . their abilities and the 
opportunity to go as far as those abilities and their 
ambition carry them.” 


Under succeeding Home Life Presidents J. A. Fulton, 

W. J. Cameron, and W. P. Worthington, advancement-from- 
within has become a guiding principle of operation. 

As the company has grown, management training 

has emerged as a recognized home office responsibility 

and a formalized training program has developed. 

For these 31 agency managers, “opportunity unlimited”’ 

has real meaning. 





Y. L. C. REEVES P. F. SAINT, CLU J. J. SHILLING A. D, SUTHERLAND 
., Richmond, Va. Joined Boston, Mass. Joined Los Angeles. Joined Detroit, Mich. Joined 
2. ; Home Life, 1938; be- Home Life, 1945; be- Home Life, 1946; be- Home Life, 1933; be- 


came Manager, 1953. came Manager, 1951. came Manager, 1950. came Manager, 1935. 

















R. C. ELLIS 
New York, N. Y. Joined 
Home Life, 1916; be- 
came Manager, 1928. 


V. W. HOLLEMAN 
Wash., D. C. Joined 
Home Life, 1927; be- 
came Manager, 1934. 





C. F. MC KENDRY 
Albany, N. Y. Joined 
Home Life, 1947; be- 
came Manager, 1953. 


M. M. ZOBLER, CLU 
New York, N. Y. Joined 


Home Life, 1945; be- 
came Manager, 1954. 











C. C. FARRELL 
Houston, Tex. Joined 
Home Life, 1941; be- 
came Manager, 1950. 





T. M. LEMLY 
Memphis, Tenn. Joined. 
Home Life, 1939; be- 
came Manager, 1949. 





R. MARTIN 


Champaign, Ill. Joined 
Home Life, 1915; be- 
came Manager, 1918. 


“A Career 
Underwriter’s 


Company” 





Page 14 


a 
th hate | 
4S 





November 26, 1954 














American Bankers Names 


L. H. Smith General Agent 


Appointment of Lloyd H. Smith of 
Hutchinson, Kansas, as supervising gen- 
eral agent there for American Bankers 
Life of Florida has been announced by 
James G. Ranni, president and chairman 
of the board. 

Prior to entering the life insurance 
field in 1952, Mr. Smith engaged in the 
restaurant business for 15 years, and 
spent two years in the oil business. He 
is well-known throughout the Hutchin- 
son area, is a private pilot, and devotes 
considerable time to Masonic work. He 
is a Royal Patron of the Amaranth 
Lodge, and is active in the Toltec Lodge 
of the Masons. 

Mr. Smith has completed two years of 
LUTC, in completing a 
course in disability 
University of Kansas. 

Mr. Ranni stated that this is a step 
in the Midwest expansion program of 
the company, which in less than two 
years of active operations has produced 
over $42,500,000 of insurance in force, 
and is operating in 23 states and the 
District of Columbia. 
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WORKSHOPS 


A series of six down-to-earth, informal workshops has 
been scheduled by State Mutual for early next spring. At 
each of the two-day meetings, top producers in each group 
will plan and conduct the sessions. Emphasis will be placed 
on improving and strengthening sales techniques. Quali- 
fications have purposely been kept at a minimum so the 


majority of our associates can attend and participate. 


MEETINGS WILL BE HELD AT 


Westchester Country Club 


State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


Union Central Life Names 


Merkle, Loescher, Broerman 

Three members of the staff of Union 
Central Life have been appointed mana- 
gers of home office divisions. 

Walter A. Merkle was 
manager of the company’s benefit divi- 
sion, insurance department. Mr. Merkle, 
who joined the Union Central in 1920, 
has been employed in the benefit divi- 
sion for the past six years. 

Edwin P. Loescher, associated with 
Union Central since 1933, was named 
manager of the change division, insur- 
ance department. Mr. Loescher, a grad- 
uate of the University of Cincinnati, 
was awarded his Fellowship in the Life 
Office Management Institute in 1950. 

Also appointed to a new post was 
William G. Broerman, new manager of 
the underwriting division, insurance de- 
partment. Mr. Broerman, first employed 
by the company in 1931, also is a Fellow 
in the Life Office Management Institute. 
He is a graduate of the University of 
Cincinnati and the Salmon P. Chase 
College of Law, Cincinnati, and was ad- 
mitted to the practice of law in Ohio in 
1945. 


appointed 
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New Officers Institute Home Office Underwriters 





At the annual meeting of Institute of Home Office Underwriters held in New 
Orleans last week, the following officers and members of the executive committee 


were elected as shown above: 


First row from left: Outgoing President J. H. B. Peay, Jr., Life Insurance Co. 
of Virginia; President James D. Renn, Peninsular Life; Executive Vice President 
C. Edwin Carlson, Continental Assurance; Vice President and Editor T. Bertram 
Anderson, Connecticut General Life; Secretary-Treasurer John F. Duston, Equi- 
table Life of Towa. 


Second row from left: Publicity Director I. M. Spear, State Farm Life. Mem- 
bers of executive committee—Charles A. Will, Guardian Life of America; William 
H. Harrison, Security Mutual; Douglas Wood, General American; Clyde Miles, 
Union Life (Virginia) ; Ira Dryden, Amicable Life; Julius Covington, Coastal States 


Life. Outgoing president, J. H. B. Peay, Jr., is retained on the executive committee. 
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Multiple Protection Rider 


Rds the i Cost Priblon / 








Example at age 35: 
$ 5,000.—Life Expectancy Term 
15,000.—Multiple Rider—20 yrs. 119.25 
$20,000. $192.95 


ONLY $9.65 PER $1,000. FOR 20 YEARS! 
AND —A 20TH YEAR CASH VALUE OF $645.00! 


$ 73.70 





Liberal Conversion Privileges! 





PHONE FOR SPECIFIC ILLUSTRATIONS 





JAMES F. MacGRATH., Jr. 
General Agent 
Brokerage Supervisors: Tom Deane — Al Friedrich 
THE UNITED STATES LIFE INSURANCE COMPANY 


84 William St. New York 38, N. Y. 
HAnover 2-7865 
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W. A. RALSTON 


C. T. Hellmuth, CLU, will serve as 
assistant Group sales manager for the 
East Coast; W. A. Ralston will be as- 
sistant Group sales manager for the 
West Coast; D. Neuhouser is named 
regional Group manager in Washing- 
ton, D. C., and G. L. Lisle is a Group 
manager in St. Louis as a result of ap- 
pointments announced by T. A. Watson, 
Group sales manager of Lincoln Na- 
tional Life. The company’s assistant 
Group sales managers are responsible 
for the coordination of sales and admin- 
istrative procedures and ideas between 
regional Group managers and the home 
office. 

Mr. Hellmuth, who has been assistant 
Group sales manager for the Southeast- 
ern section of the country since 1951, 
will now be responsible for the East 
Coast territory. He is a graduate, magna 
cum laude, of University of Notre Dame, 
where he majored in finance, and prior 
to joining LNL in 1950 worked for an 
employe benefit consultant firm = in 
Washington. He will have his headquar- 
ters in the new Washington Group office 
which will move December 1 to Silver 
Springs, Maryland. Mr. Hellmuth re- 
ceived his CLU designation in August, 
1953. He is married and has three chil- 
dren, 

Mr. Ralston joined LNL in 1946 after 
serving for over four years as a pilot 
in the Air Force. In August, 1948, he 
became regional Group manager in Los 
Angeles, opening the company’s Group 
operations on the West Coast. A native 
of Montana, Mr. Ralston attended Mon- 
tana State College. He will continue to 
have his headquarters in the Los An- 
geles Group office where he will be as- 
sisted by Regional Group Manager R. H. 
Clucas. 

Mr. Neuhouser bec ame associated with 
Lincoln National Life in August, 1953, 
and was transferred to Atlanta in Octo- 
ber of that year for further training. He 
is a graduate of Ball State College, Mun- 
cie, Ind., where he earned the degree of 
Bachelor of Science in Education. He 
will assist Mr. Hellmuth in the Wash- 
ington Group office. 

Mr. Lisle joined the company in April, 
1953, as Group representative in_ St. 
Louis, receiving his training in LNL’s 
largest territory in terms of Group busi- 
ness in force. As a Group manager, he 
will assist F. N. Berghoff, who has been 
regional Group manager in St. Louis 
since 1950. Mr. Lisle is a native of St. 
Louis, graduating from Washington Uni- 
versity with the degree of Bachelor of 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS 


OMAHA 











Co 'T.- HELLMUTH 


Science in Business Administration. He 


is married and has one child. 





LIFE INSURANCE 





RENEWALS 


60 Cedar Street, New York 5, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


BOwling Green 9-0109 








Moe Becker Elected as 


Eastern Life Treasurer 


Moe Becker has been elected treasurer 
of the Eastern Life of New York. 

Mr. Becker, 44, is president of Keel 
Manufacturing Co., president of Memory 
Lane Ltd. of Canada and of Bickford 
Lithograph Ltd. of Canada. He is also 
secretary -treasurer of Williamsburg 
He studied Architectural 
Engineering at City College of New 
York and New York University. 

Mr. Becker Morris Umans 
who was treasurer of Eastern Life for a 
period of 24 years and resigned recently 
on account of ill health. 


Publishing Co. 


succeeds 





THEATRE 


DRESSING 
ROOM 








“T haven't sold anyone yet, but its been fun trying!” 


Bankerslifemen Enjoy Their Work 


Even when they aren’t making calls in theatrical dressing 


rooms Bankers/ifemen enjoy their work . 
of all when they make sales. 


That isn’t a completely selfish attitude, at all. 


. and like it best 


The desire 


to render a valuable service ... and an appreciation of the 
good feeling which comes from doing so... is instilled in a 
Bankerslifeman from his first days in his agency office. 
That’s why he really enjoys helping people solve the prob- 
lems of life and living through his service. 


This service-mindedness which makes the Bankers/ifeman 
enjoy his work helps make him the kind of life underwriter 
you like to know as a friend, fellow worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
IOWA 








JOHN G. MADDEN DIES 





Served as American Life Convention 
Attorney; Had Been Hospitalized 
Two Weeks Following Surgery 
John G. Madden, attorney for Ameri 
can Life Convention, died suddenly this 
week at the St. Elizabeth Hospital in 
Chicago. He had been hospitalized for 
two weeks and was apparently recover 
ing from major surgery. Mr. Madden 
had been a member of the Convention 
staff since 1950. His principle cuties 
were research in various fields of life 
insurance law and editing material for 
several of the association’s legal serv- 

ices. 

Mr. Madden was born in Chicago in 
1924 and educated in the public and 
parochial schools there. He enlisted in 
the Army in 1942 and saw service in the 
Pacific with the 37th division. Following 
his Army discharge in 1945, he began an 
accelerated pre-law course for veterans 
and graduated from the De Paul Uni- 
versity College of Law. He received his 
LL.B. in 1945, graduating second in his 
class. 

Mr. Madden is survived by his wife, 
Mary Catherine, a son, John, Jr., and 
his parents, Mr. and Mrs. John J. Mad 
den, all of Chicago, and a sister, Mrs. 
William White, of Mount Prospect, III 


Mass. Mutual 25-Year Club 
Has Annual Dinner Meeting 


The Massachusetts Mutual Quarter 
Century Club held its annual dinner 
meeting recently in Springfield, Mass., 
with approximately 215 of the club’s 
members attending. Leland J. Kalm- 
bach, president of Massachusetts Mu- 
tual, was the main speaker and Fred 
Habel, retiring club president, presided 

New officers elected for the coming 
year include: William Howard Bray, 
president; Natalie Wiegand, vice presi- 
dent; Mae E. Shortt, secretary-treas 
urer; and Horace Quimby, member of 
the executive committee. On the nomi- 
nating committee of the club are Ernest 
\. Carlson, chairman; Mrs. Josephine 
Bassette; and Howard J. Noonan. 

Retiring officers include Vice Presi 
dent Winnifred Marsden and Secretary- 
Treasurer Margaret M. Gilbert. Leo E. 
Kuehn headed the program committee 
in charge of arrangements for the meet- 
ing, assisted by Gertrude M. Conway 
Paul S. Foley and E. Helen Porter. 

The club is comprised of home office 
employes with 25 or more years of serv- 
ice. Retired home office employes are 
associate members of _ club. The 
membership now stands at 315, of whom 
214 are active members. 

New members since the club’s last an- 
nual meeting are: Herbert L. Sanborn, 
Rubertine S. Bryant. Ernest A. Dun- 
ham. Spencer W. Moore, Howard D 
Mosher, Philip A. Woodhead, Helen EI- 
ser, Harold Walker, Edward H. Abra- 
hamson, Richard J. Ames, Richard A 
Messier, Frederick A. Hubert, Clayton 
\. Clapp, Allen B. Filley, Lewis L. Les- 
sard, Reginald B. Beauvais, Roger T. 
Hintze, Robert D. Gourlie, Edwin H 
Sickman and Rachel S. Thompson 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Joint Statement on 
Survivor Benefits 


NOW BEFORE HOUSE COMMITTEE 


Military Survivor Benefits Should No: 
Exceed Reasonable Limits, Termi- 
nate With Service 


Washington—A statement on military 
survivor benefits has been filed with the 
House Select Committee on Survivor 
3enefits by American Life Convention 
and Life Insurance Association of Amer- 


ica which says in part: 
“We would like to take this oppor- 
tunity to repeat one or two general 


principles which we have stated in the 
past and to which we hope your com- 
mittee will give its attention in develop- 
ing an over-all survivor benefit program. 
The life insurance companies recognize 
the need for a Government program 
which will provide a measure of pro- 
tection to the dependents of servicemen 


while on active duty in the Armed 
Forces. We respectfully submit, how- 
ever, that regardless of what form such 


a program may take, the over-all bene- 
fit level should not exceed reasonable 
limits. There should remain an area of 
incentive for a serviceman to provide 
supplemental protection for his depend- 
ents through a personal insurance and 
savings program. This is true of similar 
benefits available to civilian employes 
under existing welfare programs and the 
principle would appear to be equally 
valid when applied to the armed serv- 
ices program. 


Companies Offer Complete Protection 


“In this connection, life insurance 
companies commonly issue complete 
coverage on servicemen during peace- 
time and even in time of war are in a 
position to offer coverage against normal 
hazards as distinguished from abnormal 
wartime hazards. In view of the avail- 


ability of life insurance for 


coverage 


Frederic H. Sterling Dead 

Frederic H. Sterling, senior vice pres- 
ident, State Life of Indianapolis, died in 
Methodist Hospital ‘last week, after a 
short illness. He was 69 years old and 
had completed 51 years of service with 
State Life this year. 

Mr. Sterling began his life insurance 
career as a clerk, and in 1909 became 
auditor of the agency department. That 


admitted to the Indiana 


year he was 

3ar. He became secretary in 1934, a 
director in 1941 and a vice president 
of State Life in 1947. 


For eight years Mr. Sterling was sec- 
retary - treasurer of the Association of 
Indiana Legal Reserve Life Insurance 
Companies. He was for many years par- 
ticularly interested in legislation in re- 
spect to life insurance. 

Mr. Sterling is survived by the widow, 
Mrs. Verna Palmer Sterling. 





servicemen that urge that the level of 
benefits provided by Government not be 
so high that the serviceman is discour- 
aged from creating his own insurance 
estate. 

“In general, survivorship benefits in 
the case of servicemen should terminate 
upon the termination of service, the 
practice followed in most civilian em- 
plover plans. The Government should 
not provide coverage for a discharged 
serviceman whose insurability has not 
been impaired while in the service; to 
do so is to place the Government in di- 
rect competition with private insurance 
companies which are in a_ position to 
meet all of the insurance requirements 
of these men. It is recognized that the 
serviceman who has suffered physical 
impairment with a consequent loss of 
insurability should be offered insurance 
by the Government without penalty for 
the impairment incurred.” 








1. The National 


3. Chartered Life 











This We Believe 


Quality 
better marketing of life insurance. Winners 
of this award are paid an extra bonus of 
$1.50 per thousand under our contract. 

2. The Life Underwriters Training Course 
sponsored by N. A. L. U. is “tops” in the 
field. We urge our field men to take it and 
pay one half the cost for those who enroll. 

Underwriters 

should be taken by all career underwriters. 

To encourage it we pay a liberal bonus to 

our men for each examination passed plus 


an extra on the final examination. 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 


Award promotes 











Training 
















Made Assistant Counsel 
Northwestern Mutual Life 





CLIFFORD R. 


PROCTER 


A Milwaukee Clifford R. 


Procter, will become an assistant counsel 


attorney, 


for Northwestern Mutual Life, Decem- 
ber 1. Mr. Procter, who is 36, will 
handle general legal work connected 


with various aspects of the life insurance 
tusiness, according to G. M. Swanstrom, 
general counsel for Northwestern Mu- 
tual. 

Except for a year when he returned 
to active duty during the Korean emer- 
gency, Mr. Procter has been associated 
with the Milwaukee general practice law 
firm of Porter, Johnson, Quale, and 
Procter since 1948. He attended Massa- 
chusetts State Teachers College and 
graduated cum laude from Maryville 
College in 1940. After four and one-half 
years in the Navy serving on destroyers 
in the Pacific, he entered Yale law 
school, receiving his law diploma in 1948. 
He came to Milwaukee the same year 
and practiced law until he returned to 
active duty as a lieutenant commander 
in 1950. He spent 13 months in Tokyo 
before coming back to his practice. 









RAYMOND 
COMMERCE 
BUILDING 


“Center for 
Insurance’”’ 


Newark, N. J. 








Space Available 


Exceptional Corner Suite — 850 square 
feet — 6 windows. Air conditioning 
optional. Many fine appointments. AT- 
TRACTIVE RENTAL. 


1180 RAYMOND BLVD. 
Newark 2, N. J. Tel. MArket 3-4600 











A. R. Jaqua to Receive 


Texas Achievement Award 

Life insurance leaders of the south- 
west will meet in Dallas December 
9 to honor A. R. Jaqua, director of the 
Institute of Insurance Marketing at 
Southern Methodist University, who will 
the 1954 Outstanding Achieve- 
ment Award 
Leaders Round Table. 

Mr. Jaqua, who played a major role 
in the establishment of the SMU Insti- 
tute of Marketing and 
been its only director, was selected for 
the 1954 
of the Texas Leaders Round Table felt 


on 


receive 


presented by the Texas 


Insurance has 


award “because the members 


he has done more than else in 
the state in helping life insurance men,” 
according to Cecil W. Murray, TLRT 
chairman. Mr. Murray is associated with 
Great Southern Life. 

John J. Hallahan, of California-West- 
ern States Life in Dallas, is general 
chairman of the dinner. John Kehoe, of 
Southwestern Life in Dallas, is in charge 
of the compilation of a scrapbook of 
congratulatory letters which will be pre- 
sented to Mr. Jaqua. 


anyone 


























































LIFE 


161 East 42nd St. 





REINSURANCE 
EXCLUSIVELY 


ACCIDENT 
HEALTH 











New York 17, N.Y. 
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Life Association 
Meets Here Dee. 8-9 


CLEO F. CRAIG GUEST SPEAKER 


Louis W. Dawson, President, to Open 
Sessions; Theme Keeping Pace with 
Changing Conditions 


A symposium on how life insurance is 
keeping pace with changing conditions 
will be a feature of the 48th annual 
meeting of Life Insurance Association of 
America_at the Waldorf-Astoria, New 
York. This year’s meeting will follow 
the Institute's meeting, and will cover 
two full days. It will start Wednesday 
morning, December 8, at 10 o’clock and 
continue through December 9. The 
symposium will take up both the morn- 
ing and afternoon sessions of the sec- 
ond day 

Edmund M. McConney, president of 
Bankers Life Co., will lead the discus- 
sions which will center on how the busi- 
ness is adjusting to chz inging conditions. 
Other life company executives who will 
take part in this phase of the program 
are: Haughton Bell, vice president and 
general counsel, Mutual Life of New 
York; Claude L. Benner, president, 
Continental American Life; Edwin C. 
McDonald, vice president, Metropolitan 
Life; and H. Bruce Palmer, president, 
Mutual Benefit Life, Newark, N. J. The 
discussions will cover such questions as 
what life insurance is doing to adjust to’ 
changes in the population distribution, 
to the continuing inflationary trend, to 
the increasing importance being attached 
to security by both management and 
labor, and to the increase in the com- 
petition for savings from such institu- 
tions as savings banks, savings and loan 
associations and mutual funds. The pros 


and cons of the variable annuity will 
also be considered. 
Cleo F. Craig, Speaker 
Cleo F. Craig, president, American 
Telephone and Telegraph Co., will be 
this year’s guest speaker from outside 
the life insurance business. He will 


speak at the luncheon in the grand ball- 
room at the Waldorf on December 8. 
His topic will be “Big Business and the 
Community.” 


Mr. Craig’s career with the largest 
organization of its kind in the world 


has eminently fitted him to discuss this 
subject. During his four decades with 
\.T.&T., he has had a wide and varied 
background of experience that started 
when he became an equipment man in 
the St. Louis office in 1913 and con- 
tinued through a series of positions in- 
volving ever increasing responsibilities 
that culminated in his elevation to the 
presidency in 1951. He has been a di- 
rector of A. T. & T. since 1949, 


Current Problems Discussed by 
Insurance Leaders 


The association’s president, Louis W. 
Dawson, will open the sessions on the 
first day, Wednesday, with an address 
on “Social Securi to Take 
Soundings.” The balance of the sessions 
on Wednesday will be devoted to in- 
formal discussion of the vital problems 
now facing the business. Participating 
in these discussions will be Messrs. 
Dawson, Shepherd, Thore and Glenn and 
chairmen of the various committees and 
others which are considering these 
problems. There will also be reports 
covering life insurance investment ex- 
perience during 1954, life insurance in 
force, new business, and disbursements 
to policyholders and beneficiaries. 





Program Committee 


Devereux C. Josephs, chairman of New 
York Life, is chairman of the commit- 
tee in charge of arranging the program 
for the annual meeting. Other members 
of the committee are: J. Doyle DeWitt, 
president, the Travelers; Chester O. 

‘ischer, vice president, Massachusetts 
Mutual Life; Edwin C. McDonald, vice 
president in ‘charge of Group insurance 
activities, Metropolitan Life; James A 
McLain, president, Guardian Life of 


America; 


lips, ae ok 


ington, 


D. 


} 
Confederation Life; and Charles E. 
Equitable Life of 


CLEO F. CRAIG 


K. MacDonald, 





president, 


Phil- 
Wash- 


Mutual of New York Names 
Meyers Module Specialist 


Mutual Life of New York ap- 
pointed John B. Meyers to the staff of 
Module Specialists in the home office, 


has 


it was announced by E. C. Danford, 
manager of Module Sales. 
In his new position, Mr. Meyers will 


assist in handling the company’s Module 
Insurance and Module Multiprotection 
employe benefit plan at the home office, 
and will ‘be available for special assis- 
tance in handling Module cases in the 
field, Mr. Danford said. 

Mr. Meyers was formerly a field un- 
derwriter in Mutual of New York’s 
Philadelphia agency. He started with 
the company in that agency in April, 
1954. 


Passes Three Billion Mark 


American National Insurance Co., 
Galveston, has passed the $3,000,000,000 
mark of insurance in force. Announce- 
ment was made at a luncheon for W. L. 
Vogler, executive vice president, in 
whose honor a_ production drive was 
conducted. 





B 


Perhaps I’m 


exaggerating 


a little! 


MY COMPANY STRESSES 
THE HUMAN ELEMENT... Maybe I'm of treated 


like an oriental potentate, but I am a V.1.P.* to 
Berkshire Life, and they don’t let me forget it! 
They take a personal interest in my problems that 
pays off in prompt, considerate, helpful handling of all my 
business. I’m not exaggerating at all when I say, 
“It’s a wonderful Company to do business with.” 


* Very Important Person 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR 


ERKSHIRE 


EYE 


LIFE INSURANCE COMPANY 


W. RANKIN FUREY, C.L.U., President 











Our New Telephone No.— 





MUrray Hill 6-1190 
WOLFSON - BERKSHIRE LIFE 





Union Casualty & Life 
Appoints Florida Agency 





Seated—Ralph Cohen (left) and Roy 
Foan. Standing is Matt Jaffe. 


Roy A. vice president and di- 
rector of agencies for Union Casualty 
& Life of New York, announced the 
appointment of Ralph Cohen as general 
agent, at a reception held in Miami re 
cently, given in honor of the new agency. 

The Ralph Cohen Agency will covet 
the state of Florida and will make its 
headquarters in Miami at 245 S. E. First 
Street—one of the city’s newest and 
most modern office buildings. The agency 
will maintain an association with the 
Matt Jaffe Associates, Ltd., in New 
York for convenience and mutual as- 
sistance. 

Mr. Cohen has a_ successful back- 
ground in life insurance, and is a mem- 
ber of the Million Dollar Round Table 
A few weeks ago he was honored by 
the American Bankers Life at their 
first annual convention in Miami, as a 
leading general agent and producer. 

Mr. Cohen is a native ot Massachu- 
setts. He attended Ohio State University 
and Suffolk Law School in Boston. He 
is a member of the Chamber of Com- 
merce in Miami, the Florida Life Under- 
writers Association and the Knights of 
Pythias. 


Foan, 


Penn Mutual Increases 
Dividend Scale for 1955 


Penn Mutual Life’s boar rd of trustees, 
at its November meeting, increased the 
company’s 1955 dividend award to policy- 
holders by $2,400,000 over that of last 
year. 

Improved mortality, particularly at 
the older ages, and a better average net 
interest rate earned on investments are 
reflected in the new higher scale. 

For policies based on the CSO table, 
all 1955 dividends will be higher for all 
plans and ages than they would have 
been had the 1954 basis been continued 

Policies put on the company’s books 
under the American Experience table 
shared in the improved mortality. 
the Penn Mutual’ ic dividend 
scale was last changed, a study of the 
equities involved in making a _ proper 
distribution of dividends to these policy- 


also 


Since s basic 


holders has been under way, and the 
new scale represents the result of this 
study and is a complete revision de- 


signed to take account of all the factors 


involved. 
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N. Y. Managers to Hold 


Annual Dinner December 8 
The annual dinner of the Life Man- 
Association of Greater New York 


agers 
will be held December 8 in the Starlight 
Roof of the Waldorf-Astoria. The din- 


ner this year will follow the same pat- 
tern as last year’s, the accent being on 
good fellowship and no speakers. 


Institute’s New Film on 


Heart Research Completed 


\ new dramatic and informative 16- 
mm. documentary film “A Matter of 
Time,” devoted to the progress that 
medical science is making in its fight 


against heart disease has just been com- 
pleted by Institute of Life Insurance for 
the Life Insurance Medical Research 
Fund and is being made available for 
television and general showings through- 
out the country. 

Filmed in Kodachrome and adapted to 
black and white, the story is a progress 
report of the accomplishments to date 
and hopes for the future in the war 
on America’s number one killer—heart 
disease. 

During the 15-minute 
ing audience is taken inside 
hospitals, and medical 
shown the efforts of scientists 
searchers in their tireless fight to 
a heart disease cure. 

Viewers will see in 
search developments as the “jiggle bed,” 
oscillograph and the mechanical heart, 
and they will learn the causes and ef- 
fects of various forms of heart disease. 
The film brings out that there are four 
various types—namely, arteriosclerosis, 


film the view- 
laboratories, 
schools and 
and re- 
find 


ac tion such re- 


hypertension, rheumatic fever, and con- 
genital malformations 

Also shown are the simple ways in 
which average people can help to avoid 
heart disease and thus live longer, 
he althier and happier lives. 

“A Matter of Time” was produced by 


technical guid- 
Francis R. Dieuaide, di- 
Life Insurance Medical 
Research Fund which is supported sd 
the voluntary contributions of a larg 
group of life insur: ance companies in the 


Unifilms, Inc., under the 
ance of Dr. 


rector of the 


United States and Canada to help aid 
research in this all important medical 
field. 


Since its establishment in 1945, the 
Fund has allocated well over six million 
dollars to aid heart research in over 
one hundred institutions located in the 
United States, Canada, Puerto Rico, and 
four countries abroad. 

The film is being made immediately 
available in l6mm, black and white and 


Kodachrome, for + public service, sustain 
ing TV showing—and will be available 
in color for general  non-theatrical 
showing as of January 1, 1955, upon ap- 
plication to Association Film, Inc., 347 
Madison Avenue, New York 17, N. Y. 


Aetna Awards Paintings in 
Letter-Writing Contest 


Twelve full-color original paintings of 
life in America in the Gay Nineties, used 

illustrations for the 1954 Sportsman’s 
Calendar, have been won by representa- 
tives of Aetna Life Affiliated Companies 
in a nationwide letter-writing contest. 


The paintings, created especially for 
the Aetna by Henry Sutter, widely 
known illustrator, were awarded to the 


writers of the 12 best letters describing 
unusual experiences in distributing the 
Aetna Sportsman’s Calendar. 

Winners in the contest were Mrs. 
Julie Bening, Dearborn, Mich.; Ralph 
Carpenter, Delano, Calif.; John H. 
Davenport, Rutland, Vt.; Mrs. Margaret 
L. Denis, Montpelier, Vt.; John D. Den- 
ney, Jr., Columbia, Pa.; Charles S. Eu- 
bank, Ogden, Utah; Paul R. Green, 
Seattle, Wash.; Walter A. Lee, New 
Haven, Conn.; Anthony V. Miscavige, 
Ir., Mt. Carmel, Pa.; F. Wesley Oliver, 
Seattle, Wash.; Warren R. Tappin, Win- 
chendon, Mass.; Harold C. Wilson, Eph- 
raim, Wisc. 


Gulfs’ New Meeting Policy 


A new regional meeting policy was 
established by the board of directors of 
Gulf Life, Jacksonville, Fla., 
session of the board was con- 
vened in Miami, Fla. Future quarterly 
meetings, with the exception of the an- 
nual meeting each February, will be held 
in key cities throughout the 


when a 


quarterly 


six south- 
states in which the 
The May, 1955, meeting 
Tampa, Fla. 


eastern company 


operates. will 


be held in 





Board members were told by Presi- 
dent S. Kendrick Guernsey that the new 
policy offers “opportunities for directors 
to become better acquainted with the 
sales and investment potential of their 
territory.” 

Through October, Gulf Life made $4,- 
787,191 increase in insurance in force, 
an increase of nearly 10% above the 
same period of 1953, Agency Vice Presi- 
dent W. J. Hamrick, CLU, told fellow 
board members. He reported 10% in- 
crease in manpower and the establish- 
ment of six new agencies. 





Thice Keys 


TO MORE A & H SALES 





selling easier 


Income Replacement Plans with 
following features: 


Lifetime Accident and 
Sickness benefits from 
first day. 


Accidental Death and 
Dismemberment benefits. 


Hospital, nurse's care, 
and ambulance expenses. 


Sales folders that eliminate 
use of a rate book. 


Folders have application, 
rates, benefits, sales 
proposal in one brochure, 


HIGH FIRST YEAR & 
RENEWAL COMMISSIONS, 





A full program with accident and 


health, hospital expense, and pay- 
check plans to go with a complete 


portfolio of Life insurance. 


"Providing sound coverage at reasonable 


cost through competent representatives 21 


wien 


Insurance Company 





CO)’ NATIONAL LIFE 


a a [ J 


Interested? We'll be glad to send you the sales material. See for yourself, 


Do the keys fit your agency plans. 





Name 


Please send me your A & H sales material. No 
obligation of course. 








General Agencies open in Ohio, Va., 
W. Va., Mich., Kentucky. 





C. F. Lee Tells Chicagoans 
“Sell a Story When You Sell” 


Christopher F. Lee, second vice presi- 
dent, Columbian National Life, told the 
regular luncheon meeting, November 
16, of the Chicago A. & H. Association: 
“When you sell, sell a story.” People 
like to have sales dramatized, Mr. Lee 
said. He brought out in his talk: 

“It takes good salesmen to sell dis- 
ability insurance. The whole transaction 
consists of selling an idea and deliver- 
ing a piece of paper. Afterwards, the 
A. & H. agent has additional respon- 
sibilities to conserve the business and 
service it, keeping benefit levels up to 
date. 

Mr. Lee assured his more than 50 lis- 
teners that home office underwriters are 
not arbitrary when they request addi- 
tional information that isn’t included in 
the application. “It would be the easiest 
thing for them to initial an application 
except they have the best interest of 
agent and applicant in mind,” he de- 
clared. 

Speaking of policies, he said: 
are no bargains in this business. 
pay for what you get.” 

Mr. Lee has been three times presi- 
dent of the Boston A. & H. Association 
and twice board member of the Inter- 
national Association of A. & H. Under- 
writers. He has had 26 years’ experi- 
ence in the A. & H. field. 


“There 


Y« yu 


Penn Mutual Life Sets 
Six-Week Production Record 


In a “Make Mine a Million” contest, 
producers of Penn Mutual Life produced 
$89,214,395 in six weeks, shattering all 
company records for a like period. The 
largest one-day total — $13,281,000 — was 
received at the home office on Novem- 
ber 15. 

The Carr R. Purser Agency, New 
York City, as one of the contest leaders 
produced "$4,340,000 during the effort, 
and the greatest individual performance 
in the United States was that of one 
of its members, Robert W. Ebling, IJr., 
CLY 

A life and qualifying member of the 
Million Dollar Round Table, Mr. Eb- 
ling’s $836,000 written on 50 cases was 
more than that of any other company 
man. In the first half of this year he 
had already passed his 1955 million 
milestone, in addition to assisting in 
the management of the agency. 

Mr. Ebling joined the company in 
1946. Three years later his production 
pace rose to one million a year. 

Eighteen producers and_ five general 
agents who were winners in their group 
will meet with company officers for an 
educational conference at The Cloister, 
Sea Island, Georgia, December 1 through 
the 4th. They are: 

Robert W. Ebling, Jr., CLU (Purser), 
New York City; Karl Bach (Curry), 
San Francisco; Harry R. McCoy 
(Reese), Philadelphia; Kenneth L. Keil 
(Luthy), Peoria; Karl . Blaesser 
(Schauer), Detroit; William G. Seebur- 
ger (Reese), Philadelphia; Rudolph T. 
Schlesinger, Jr. (Spence), New York 
City; Thomas M. Scott (Reese), Phila- 
delphi: 1; Frederick W. Zahn. Jr. (Reese), 
Philadelphia; Bertram C. Rhoads, Jr. 
(Reese), Philadelphia; Arthur D. Span- 
gler (Curry), San Francisco; James D. 
Cowan, Jr. (Purser), New York City; 
George F. Burns (Parkhurst), Portland, 
Me.; Jonas C. Harschel (Curry), San 
Francisco; Francis A. Parker, Jr. 
(Faser), Boston; Richard T. Christoph 
(Royer), Chicago; Gene Myers (Bar- 
ton), Los Angeles; Donald L. Stevens 
(Blessing), Davenport, and General 
Agents Forrest J. Curry, San Francisco; 
Jackson L. Obley, Pittsburgh; Frederick 
R. Luthy, Peoria; Hugh S. Betts, Jr. 
Minneapolis; Sadler Hayes, New York 
City. 


London Life Wins Award 


London Life of London, Ontario, has 
won the award for outstanding company 
annual reports in national contest con- 
ducted by the Financial Post. 
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Prudential’s Enlargement 





Proposed New Wing for The Prudential Building 


Angeles—President Carrol M. 
The Prudential at a 
here last week announced 
plans for a $1,700,000 addition to its 
Western Home Office Building on the 
Miracle Mile of Wilshire Boulevard, to 
accommodate the rapid expansion of the 
throughout the 11 


Los 
Shanks of 
conference 


press 


company’s business 
Western states 
inal building, which has become a land- 
the west side of Angeles 


and Hawaii. The orig- 


mark on Los 


was erected six years ago. Already the 


company’s operations in this area have 
out-grown the huge, two-block long 


structure. 

The addition 
wing, ten 
northward from the 
the original building. 
identical in appearance 


60 x 160 
extending 


will be a 
stories high, 
central 
It will be virtually 


new 
foot 
section of 
with the east 
extend 
It is expected that 


and west wings which along 
Wilshire Boulevard. 
with normal continued growth 
provided in the new wing will be suff- 
cient to take care of the company’s ex- 
panding business for the next ten years. 
Total insurance in force as of Septem- 
ber 30, 1954, was $5,000,000,000 as com- 
pared with $2,600,000,00 on December 31, 
1948. Total real estate loans and invest- 
ments now are $1,093,000,000 against 
$324,000,000 six years ago. 

The eight and one-half acres of park- 
ing space at the rear of The Prudential 
Suilding will remain intact. Minor read- 
justments will be made in the area near 
the new wing so that there will be no 
reduction in the over-all parking space. 

When the original building was 
erected six years ago it was so designed 
to accommodate the addition of the wing 


space 





Made Mortgage Supervisor 

Equitable Life Assurance Society an- 
nounced the appointment of John W. 
Wolflin of Grand Rapids, as residential 
mortgage supervisor there for western 
Michigan and northern Ohio. He suc- 
ceeds Donald Cobb who resigned to be- 
come a vice president of the Peoples 
National Bank of Grand Rapids. 

Mr. Wolflin studied business admin- 
istration and real estate at Detroit In- 
stitute of Technology. He served with 
the Navy in the Asiatic-Pacific Theater 
during World War 

Mr. Wolflin formerly managed the 
mortgage loan branch of the General 
American Life in Gr and Rapids and later 
was an FHA appraiser in Detroit. For 
the past year he has been in charge of 
the veterans’ mortgage section of the 
Old Kent Bank, Grand Rapids. He is 
treasurer of the Grand Rapids Chapter, 
Society of Residential Appraisers, and 
a member of the American Business 
Club there. 


without interruption of work in the main 


building. Constructio 


n is 


expected to 


start during 1955 and will take approxi- 


months. 
architects 


mately 12 
Associated, 


Walton 


for the 


Becket & 


original 


building, are designing the new wing. 


Named by Continental Assur. 


Continental Assurance has enlarged 
the service capacity of its Los Angeles 
branch office by the addition of Lloyd 
B. Skeels as assistant branch manager. 
His efforts will be devoted to broker- 
age business, both surplus and general 
lines life insurance 

The Los Angeles branch has 
rapidly under the direction of 
E. Mast, manager. Ranking 
among company branches in 
production, it leads all branches in pro- 
duction of non-cancellable accident and 
health business. 

Mr. Skeels joins the activities of the 
branch with a background in personal 
production and as a district manager. 


producers. 
grown 
Walter 


fourth 


With Colonial 35 Years 


Marion Haney, cashier of the Atlantic 
City branch office of Colonial Life, re- 
cently marked her 35th anniversary with 
the company. In observance of her an- 
niversary, Miss Haney, accompanied by 
John Contini, Atlantic City branch man- 
ager, visited the home office in East 
Orange, N. J., where she was honored 
ata special luncheon. 

In recognition of her long service rec- 
ord, Miss Haney was presented with a 
$200 U. S. Government bond by Richard 
B. Evans, president of the company. 





MANUFACTURERS LIFE announces a 


PREFERRED WHOLE LIFE 
PAR POLICY 


with a low net payment schedule 


CHECK THESE FEATURES 


1. Minimum amount $7,500. 


2. Available to substandard lives. 


3. Ages 0-80. 


4. High first year di 


ividend. 


5- Low rates for total disability waiver of 


premium. 


6. The new plan PLUS Family Income 


Benefit makes an extremely low cost 
maximum protection type of “package”. 


20 Year Summary—$10,000 Face Amount—Illustrating Low Net Payments 


Assuming dividends taken in cash 














A : 1 Average Annual Average Annual 
of fave rises Gide | cate, | Sassen, 
25 $169.10 $21.30 $142.00 $134.90 
35 231.00 32.30 190.90 181.80 
45 329.30 43.10 276.00 264.60 

















{This i is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1955. 


LOWER RATES FOR NON-PAR 


Rates for our famous low cost Whole Life Non-par plan, 
have been reduced. The minimum policy is now $7,500. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE ¢ 
HONOLULU * 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, 


INSURANCE 


CHICAGO °* 
LANSING °* 
PORTLAND * SAGINAW * 


CINCINNATI 
LOS ANGELES °* 


SAN FRANCISCO * SEATTLE * 


¢ CLEVELAND ¢ DETROIT °* 
NEWARK °* PHILADELPHIA °* 


HARTFORD 
PITTSBURGH 
SPOKANE 


Minnesota and Virginia 


THE 


MANUFACTURERS 


LIFE COMPANY 


62-54M 





Ordinary 









ASSISTANT MEDICAL DIRECTOR 
Opportunity in large New Eng- 


land life insurance company for 
physician under age 35. Will aid 
in appraisal of risks and in care 
of staff. Replies will be treated 
confidentially. Write Box 2273, 
The Eastern Underwriter, 93 Nas- 
sau Street, New York 38. 











Manhattan Life’s Western 
Superintendent of Agencies 





HARRY LEVEY 


The appointment of Harry Levey as 
western superintendent of agencies, ef- 
fective December 1, has been announced 
by i 3 P. Fordyce, 
Manhattan Life. 
Mr. Levey, a Life 
Million Dollar Round 
background in life insurance, 
1930 
Three years la- 
West Coast 
Los Angeles. 


board chairman of 
Member of the 
Table, has 


having en- 


a broad 


tered the business in with Penn 
Mutual Life in Chicago. 
moved to the and 
York Life in 

He first became associated with the 
Manhattan Life in 1948 as an 
with the Cecil M. Schilling Agency, 
bank, Calif. In January, 1949, 
with William J. Schloen, Jr., 
Member of the Million Dollar 
Table, in forming the Schloen-Levey 
Hills, Calif. In the 


years, the agency has 


ter he 
joined New 


agent 
Bur- 
he joined 
also a Life 
Round 
Agency, Beverely 
intervening five 
done an outstanding production job, 
numerous company-sponsored 
1951 and 1952, Mr 
ranked second in the Manhattan Life in 
He completed the 
course in 


winning 
awards. In Levey 
personal production. 
Life Management 
Pasadena, Calif., in 1951. 
Mr. Levey is married and has 


Agency 


two 


one of whom is with the Man- 
hattan Life on the West Coast, and who 
will continue to be associated with the 
Agency of William J. Schloen, Jr., and 


Associates. 


sons, 


Director Old Line Life 
William A. Jahn, president of Inland 
Steel Products Co. has been elected a 
director of Old Line Life of Milwaukee 
He is also a director of Concordia Fire 
Insurance Co., Milwaukee Insurance Co 


of the Loy alty Group and Marine Ex- 
change Bank. 
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PRICE COMPETITION 
While the competition of several large 


and aggressive independent insurance 


companies, some of which are direct 


writers while others have controlled 


agency plants, can be severe, neverthe- 


less the competent local agent should 


not be unduly worried. He may lose 


some business to these carriers whose 


advertising appeal is based largely 


on lower premiums, but on the other 


hand demonstrations of his own skill 


a qualified insurance advisor and _ the 


confidence he devel ops among his clients 


will bring him an even greater volume 


f additional business 


f meeting com 


The whole subject « 


petition of the “direct” writer was dis- 
cussed for several hours at a meeting 
Monday in Newark 


New Jersey Association of 
\gents. Nearly 500 men and women at 


sponsored by the 
Insurance 
tended, staying right through the morn 
ing and afternoon sessions. They threw 
a lot of pertinent questions at the expert 
speakers, two company executives and 
two prominent agents who are increas- 
ing their own business in the face of 
the present competition which has tended 
to upset so many producers. 

Agents came away from that meeting 
with their spirits lifted, their fears re- 
duced and their enthusiasm renewed. 
They also went home with sober warn 
ings from the speakers that price differ- 
entials in favor of competitors can be 
overcome only if they—the producers 
prove their worth as counselors to their 
assureds. It was pointed out that the 
average person takes pride in having his 


own doctor, lawyer, druggist, etc. to 
whom he can turn with confidence when 
he requires expert assistance along a 


specialized line. So also there is, or can 
readily be developed, that desire to be 
intimate with someone who is “my 
insurance agent, answers all my ques- 
tions and gives me an insurance pro- 
gram to take care of. my particular 
requirements.” 

The agent who fails to make 
calls on clients at least once a year, and 


personal 
preferably more often, but relies essen- 
tially on mail contacts; who fails to 
survey a client’s needs annually and 
revise changes when required; who fails 


to lend a helpful hand when losses oc- 
cur, and who fails to show some personal 
and friendly interest in his assureds and 
prospects, is the producer most likely to 
lose his business to the cut-rate com- 
petitors. And why not? What has such 
an agent done to justify a higher pre- 
mium and commission? He hasn’t pro- 
vided the service which his position as 
an independent producer calls for. 
Agents at the Newark meeting were 
told how to get customers by making 
surveys, for small and large risks, dwell- 
ings and business lines. They were told 
how to make proper and constant use, 
local advertising, and they were told 
how they must be willing to work long 
hours in selling and in bringing them- 
selves fully up-to-date on new cover- 
ages, changes in rates, and the like. If 
they recognize and more fully utilize 
their own capabilities then direct-writer 
competition may prove a stimulant to 
larger profits for such agents, rather 
than a loss. This present competitive 
development is a challenge to the best 
in each producer, and should not be a 


real threat to his continued existence. 


Bruce Bare, CLU, general agent in 
Los Angeles for New England Mutual 
Life, has been elected chairman of the 
board of trustees of Westmont College, 
Santa Barbara, Calif. 

b * * 

Stanwood L. Hanson, of Wollaston, 
Mass., assistant vice president of Liberty 
Mutual, has become a member of the 
employer committee of President Eisen- 
hower’s committee on employment of the 
physically handicapped. 

* * * 


Fred Schwengel of Davenport, la., 
who was elected to Congress, is general 
agent for American Mutual Life of Des 
Moines. He has been an American Mu- 
tual man since 1939 and was in the 
business for a while before that. He was 
elected to the House seat that was for- 
merly occupied by Martin, who upset 
Gillette for the U. S. Senate. 

* * * 

Charles G. Ashbrook, executive vice 
president of the North American Life 
of Chicz ago, is making a good recovery 
from a major operation in the St. Luke’s 
Hospital, that city. He went directly 
there from the recent convention of the 
Life Insurance Agency Management As- 
sociation to undergo the surgery that 
had been planned for some time. 
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Powell B. McHaney (right) and Mayor Raymond R. Tucker. 


Powell B. McHaney, president, Gen- 
eral American Life, has been presented 
with the St. the highest 
award for civic 
by Mayor Tucker. It was based on years 
of community service and especially 
achievements of the past year. As chair- 
man of a citizen’s committee for home 
rule on St. Louis earnings tax he spear- 
headed a drive for favorable action on a 


Louis award, 
accomplishment there, 


city charter amendment, heading an or- 
ganization of hundreds of volunteers. He 
became also the first president of Civic 
Progress, Inc., a movement for better- 
ment of the city. His work as president 
of University of Missouri’s board of 
curators also attracted favorable atten- 
tion. It includes his activities in obtain- 
ing legislative action for construction of 
a new four-year medical school at the 
university, a $11,000,000 program. 





Theodore M. Dunlap, prominent inde- 
pendent adjuster, has now been elected 
president of Chicago Yacht Club and 
the indications are that it will be during 
his administration that there will be put 
up the projected handsome $250,000 addi- 
tion to the present clubhouse at the 
foot of Monroe Street. At the annual 
meeting, Mark Brown, president of 
Harris Trust & Savings Bank, reported 
that already subscriptions had been 
given for nearly $125,000 of the bonds. 
Mr. Dunlap is a highly titled yachtsman. 
He is in his 12th year as vice president 
of North American Yacht Racing Union, 
he is fleet captain of Great Lakes Cruis- 
ing Club and is a is commodore 
of Lake Michigan Yachting Associa- 
tion and of Jackson Park Yacht Club. 
He has been sailing since 1912. 

* * * 


Horace W. rag ots president of Occi- 
dental Life of California, was recently 
elected to the board of directors of Los 
Angeles’ All-Year Club, a community 
tourist-promoting organization. 


oe + 


Floyd C. Delaney, vice president and 
treasurer, Interstate Life, has been 
nominated for the presidency of the 
Chattanooga Kiwanis Club. He has been 
active in the club in recent years, serv- 
ing as vice president for two years and 
on its board of directors. 


ee ae 


Francis A. Harrington, vice president 
of the Massachusetts Protective Asso- 
ciation, Inc., and the Paul Revere Life, 
Worcester, Mass., has been elected a 
councillor of the National Municipal 
League. The League, a 61-year-old non- 
profit organization of community leaders 
and professionals in public affairs, seeks 
to raise the standards of state and mu- 
nicipal government. 


Leland F. Lyons, field vice president 
of the Greater New York division of 
New York Life, has been appointed na- 
tional chairman of the committee on an- 
nual giving of the St. Lawrence Uni- 
versity Alumni Council for 1955. Mr. 
Lyons, a St. Lawrence graduate in 1930, 
joined New York Life as a full-time 
agent that same year. 

* * 

Richard B. Evans, president, Colonial 
Life, East Orange, N. J., gave the ad- 
dress of welcome at the annual football 
banquet of Upsala College last week. 
The banquet was sponsored by the 
alumni of Rho Alpha Phi. Richard G. 
Mulholland, a member of Colonial Life’s 
underwriting department, served as 
chairman. 

- Agee 

R. Howard Dobbs, wesccsniban of Life 
Insurance Co. of Georgia, has been 
named chairman of the Region 6 sub- 
committee for the Voluntary Home 
Mortgage Credit program. Region 6 
covers Georgia, Alabama, and Florida. 
The 16-man committee is composed of 
insurance, bank and loan executives. 

* * 

Jack McInnes, Jr., agency secretary of 
Kansas City Life, was recently elected 
as treasurer of the Native Sons of Kan- 
sas City. 

x * # 

Walter H. Weber has been appointed 
manager of the newly created insurance 
department of Wells & Barker, Inc., 
Buffalo, N. Y., it is announced by Pres- 
ident William A. Wells. Mr. Weber for- 
merly was a representative of insurance 
companies for more than 20 years. 

* 


W. K. Niemann, Des Moines agency 
manager for Bankers Life of Iowa, has 
been reappointed to head the March of 
Dimes in Iowa. Mr. Niemann will coor- 
dinate the activities of 1955 March of 
Dimes volunteers in Iowa’s 100 chapters. 
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Mr. and Mrs. Newlands Now 
U. S. Citizens 


John A. Newlands, United States at- 


torney of Scottish Union & National, 
and Mrs. Newlands were granted Amer- 
ican citizenship by Federal Judge J. 


Joseph Smith in an impressive ceremony 
of naturalization at Bushnell Memorial 


Hall in Hartford. The accompanying 
picture of Mr. and Mrs. Newlands and 
Judge Smith was taken by a_ photog- 


rapher of the Hartford Courant. 

Mr. Newlands entered the employ of 
the Scottish Union in April, 1926, his 
first duties being that of inspector of 
agencies at Boston, Lincolnshire, Eng- 
land. Subsequent positions included be- 
ing assistant manager in Glasgow and 
manager in Birmingham. In 1944 he was 
transferred to Toronto to organize and 
establish the company’s Canadian 
branch. He continued as Canadian man- 
ager until August, 1948, when he was 
advanced to general attorney of the 
Scottish Union and president of the 
American Union and was transferred to 
Hartford to head the operations of the 
Scottish Union group in the United 
States. 

eS a 


Lloyd’s Calendar 

The 1955 edition of “Lloyd’s Calendar” 
has now been published by the Corpo- 
ration of Lloyd’s, and the cost is the low 
one of 7s. 6d. In addition to its usual 
Statistical information, standard policies, 
and so on, it has a number of interesting 
articles, including a short sketch of the 
history of Lloyd’s and the safeguards 
which protect a Lloyd’s policyholder. In- 
teresting to anyone are the details about 
careers in the Merchant Navy and the 
notes on the organization which provides 
weather news for mariners. 

Ce: ae 

Insurance Counsel Trial Tactics 

Tactics of trial experts in prosecuting 
and defending personal injury actions 
will be studied in all-day Saturday Fo- 
rum announced by the Practising Law 
Institute. The sessions will be held at 
New York City’s Hotel Statler on De- 
cember 4, from 9:30 a.m. to 5 p.m. New 
York Supreme Court Justice Arthur D. 
Brennan will be moderator of a panel of 
well known trial lawyers, consisting of 
James Dempsey, president of Federation 
of Insurance Counsel; Frederick M. Gar- 
field, trial counsel for some casualty 
companies; Emile Z. Berman, trial coun- 
sel, Consolidated Mutual Insurance Co. 
and other companies; A. Harold Frost, 
general counsel, Burns Bros. ; and_ Isi- 
dore Halpern, author of “Attorney’s 


Guide to Medical Terms.” 
* * x 


Chicago Buckeye Club 


fi he annual dinner of Chicago Buckeye 
Club is scheduled for January 25 at the 
Bismarck Hotel. This is the band, now 
numbering 92, of Chicago fire and cas- 
ualty men that have Ohio roots, which 
of course, to outsiders makes them more 
insufferable even than Texans or the 
horsey set. As a matter of fact there is 
a growing organization known as the 
Anti-Buckeye Club. 














The plans for the dinner were made 
at a luncheon session of officers and 
other Buckeye eg headed by the 
president, James Davidson of Factory 
Insurance j prance It was voted to 
extend an invitation to attend the dinner 
to the president of the Anti-Buckeye 
Club, Walter Sundstrom, who is west- 
ern manager of Factory Insurance Asso- 
ciation. Mr. Sundstrom’s aversion to 
Buckeye -is attributable to the fact that 


his F.J.A. predecessor, Harry A. Grider, 
is the founder of the Buckeye Club, that 
Davidson is now president, and_ that 


every third F.I.A. man at Chicago is a 
member but that Sundstrom is ineligible. 

One of the traditional events of the 
evening is the presentation of new mem- 
bers, who are then required to assert 
their qualifications to membership. De- 
spite the skepticism of the audience, 
so far no candidate has ever failed to get 
in. Any fire and casualty man around 
Chicago who has ever worked or lived in 
Ohio is eligible to attend and is invited, 
also any present Ohio agent or company 
man who is in the city is invited to the 
dinner. Superintendent Walter A. Rob- 
inson of Ohio has been a guest the past 
two years and he will be invited again. 

Named as che uirman of the nominating 
committee is Eugene Gallagher, manager 
of Planet. The other members are 
Lyman A. Drake, Jr., of the Critchell, 
Miller agency, and V. L. Montgomery, 
manager of North America. 

* * * 
Comment on Inflation 

The Guaranty Trust Co. of New York 
says that history is replete with in- 
stances of the futility and danger of 
trying to increase prosperity by the 
easy expedient of multiplying the means 
of ig ng instead of the slower and 
more laborious task of producing more 
goods and services. The adventures of 
John Law, the French assignats, the 
Colonial bills of credit, the Continental 
currency, the free-silver agitation, the 
Populist movement, the destruction of 
European currencies after World War 
I—all are specimens of the same genus. 
Its name is inflation. 


In more recent times the old fallacy 
has been revived under a new name 
purchasing power. The method nowa- 


money but to 
purpose and 


days is not to print new 
create new debt. But the 
the effect are the same. 

* * x 


Brooklyn Brokers Give Award 
to Editor Rosensweig 

It was Charley Rosensweig 
the dinner of the Brooklyn Insurance 
Brokers Association held last week in 
St. George Hotel. Principal event of the 
evening was his getting the association’s 
annual award for “outstanding service 
to the insurance industry.” The presen- 
tation was made by “Jim” Cahill, secre- 
tary of National Bureau of Casualty & 
Surety Underwriters. Toastmaster of the 
dinner was J. Sidney Levine, a Brooklyn 
Assemblyman who has been in the state 
legislature since 1945. President of the 
3rooklyn Insurance Brokers Association 
is Ann B. Hargert, who also has had 


night at 
















Hartford Courant Phot 


Mr. and Mrs. John A. Newlands with Judge J. Joseph Smith. 





the business of decoration. 
attended. 
time Mr. Rosen- 


a career in 
The affair was largely 

This is not the first 
sweig has been honored. Some years ago, 
and before he entered journalism, he 
was given a watch by Insurance Brokers 
Association of New York. He also got 
an award from the Independent Brokers 
Association. 

An east side boy Charles S. Rosen- 
sweig attended public schools in lower 
New York. He decided to be a lawyer 
and entered New York Law School. He 
did not find the study period difficult, 
but decided after a year or two in that 


school that he did not care to follow 
this career. Insurance looked more at- 
tractive. With Claude E. Stephens he 


organized the brokerage firm of Stephens 
& Co., the latter dying shortly after the 
p wtnership was formed, and Rosensweig 
continued the business until 1940 when 
he joined the staff of Insurance Advo- 
cate as an editorial writer. 

In the brokerage field gag Why 
soon found that what he learned in law 
school was of decided value in learning 
his way around the intricate schedules 
of the rating structure of New York 
Fire Insurance Exchange. This familiar- 
ity with rates—and how to get “the best 
rates’—helped him a lot in_ soliciting 
business in industry, not only among the 
owners of these building structures but 
among their tenants as well. These 
were in the garment and other business 
centers of Greater New York. 

That was the situation until the big 
depression following collapse of 
and other securities which resulted in 
brokers losing many of their accounts, 
one of such brokers being Charley 
Rosensweig. 

Because of the legal lore he had ac 
cumulated he became an important fac- 
tor in the old brokers association whose 
members included many of the top 
brokerage houses of the city for whom 
he often appeared as spokesman before 
legislative and other bodies and became 
recognized as a champion of the broker 
age interests. He was decidedly articu- 
late, aggressive and didn’t specialize in 
pulling punches, 

After joining the Advocate he moved 
up fast, becoming managing editor and 
upon death of Weston Roberts he suc 
ceeded him as editor and publisher. A 
widower, Mr. Rosensweig has a daugh 


risks 


stocks 


ter, Mrs. Ruth Stern, whose husban! 
is advertising manager of the Advocate. 
The Advocate’s editor lives near Red 
Sank; N. 

* x * 


Home’s Hurricane Losses 
To stockholders of Home Insurance 


Co. President Kenneth E. Black has 
sent the following letter relative to this 
year’s hurricane losses 

“As you undoubtedly know, 
struck the east coast on August 31, 
September 11 and October 15, this year, 
causing widespread damage in the New 
England area from the first two storms, 
and in the Carolinas, Virginia, Mary- 
land, Delaware, District of Columbia, 
Pennsylvania, New Jersey and New 
York from the last hurricane. 

“To adequately serve our insureds, it 
has been necessary to transfer personnel 
from all over the United States and 
Canada to the affected areas. Our peo- 
ple are working around the clock, not 
only in the field, but in our field offices, 
to service losses and claims, but, of 
course, it will be some time before they 
are all finally adjusted. We know. you 
will be interested in the great voluntary 
response of our people in meeting this 


hurricanes 


task which will be successfully accom- 
plished. 
“Prior to this time, we have been 


unable to estimate accurately how these 
storms would affect your company. It 
now appears that we will have losses 


totaling approximately $21,000,000, rep 
resenting about 155,000-odd claims. 

“Our operating results for the first ten 
months, of course, have been affected by 
claims and, in consequence, will 
underwriting loss of about 
$15,900,000. Our assets, however, will be 
close to an all-time high of approxi- 
mately $432,500,000, with a surplus to 
policyholders in excess of $187,650,000 
Our net interest and dividend income 
on investments for the first ten months 
exceeds $8,800,000; more than ample to 
normal dividend.” 


these 
show an 


cover our 


15,000 Claims in Ontario 


Hurricane “Hazel” has been responsible 
for a flood of over 15,000 storm dam 
age claims received by insurance firms 
in Ontario, according to the All Canada 
Insurance Federation which conducted 
a survey, with more than 8,000 claims 
received in the Toronto area alone and 
other claims originating in Hamilton, 
Guelph, Welland, Kingston, Owen Sound 
and others. 

About 55% of the claims are for dam- 
ages to buildings under fire insurance 
claims poy supplemental contracts, and 
about 35% for personal property and 
omnimale: contents, covered under per- 
sonal floater policies, with another 10% 
for damage to cars under comprehen- 
sive coverage. 
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Insurance Institute 
Elects Falk President 


CREWE WAS HEAD SIX YEARS 


Various Prizes Awarded at Annual Con- 
ference in New York; Revised Pro- 
gram Makes Excellent Progress 


The 46th annual conference of the In- 
surance Institute of America was held 
at the Hotel Commodore in New York 
City. Rexford Crewe, president of the 
Institute, presided and awarded prizes 
for the year 1954 as follows: 

Edward Rochie Hardy Prize, ($50 U.S 
savings bond for most distinguished 
graduate of the year): Maurice Fon- 
taine, Commerce Mutual Fire, St. Hya- 
cinthe, Quebec Canada. 


Insurance Institute Prizes ($25 U. S. 


REXFORD CREWE 


savings bond for the candidate having 
the highest average for the year in each 
branch): 


Principles: Eliseo Medrano, American 
International Underwriters for the 
Philippines ,Inc., Manila, P. 

Fire: Charles G. Jones, Northwestern 


Mutual Fire, Seattle. 

Casualty: William W. Lange, Jr., At- 
lantic Mutual, P hil idelphia. 

Inland marine: Marie King, State 
Farm Insurance Co., Bloomington, III. 

3en S. McKeel Prize (Income from 
trust fund for candidate in the loss or 
claims adjusting field obtaining highest 
grades irrespective of branch): William 
T. O’Connor, Security Insurance Co., 
New Haven. 

New Officers Elected 


Walter L. Falk, assistant U. S. mana- 
ger, Royal-Liverpool Group, was elected 
president of the Institute to succeed 
Rexford Crewe, who has served in this 
capacity for six years. Other officers 
vice 


elected are: executive president, 
Harry J. Loman; vice president, John A 
Diemand, North America; vice presi 
dent, Sinclair T. Skirrow, Great Ameri- 
can; secretary, Arthur C. Goerlich; 
treasurer, F. Harman Chegwidden, Cam- 
den Fire. 

The following were elected to the 
board of governors for the term expir- 
ing in 1957: Rexford Crewe, Frank Dor- 
sey, Arthur T. Graham, Harold P. Jack- 
son, James L. Maden, James A McLain 


C. Wright. 
Substantial Progress Made 


Dr. Harry J. Loman, executive 
president, reported that since the 


and Charles 


vice 
an- 
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nouncement of the details of the revised 
educational program in January, 1953, 
substantial progress has been made. 
Even though the time between the an- 
nouncement in January and the May, 
1953, examinations was short, courses of 
instruction based on the Institute’s topi- 
cal outlines were given in a number of 


locations during the spring of 1953. 
When the examinations on the new 
basis were first given in May, 1953, there 


were 137 persons who took the Part “A” 
examination, 19 took Part “B” and 17 
Part “C” (Parts “B” and “C” presume 
a knowledge of Part “A”). Examina- 
tions were conducted in 17 cities. 

In January, 1954, the examinations 
were given in 45 cities in 26 states. On 
this occasion, there were 541 persons 
who took the Part “A” examination, 
fA Past “BY and 19 Part °C.” Six-per- 
completed all three parts and 
earned the Certificate of the Insurance 
Institute of America. 

In May, 1954, there were 462 persons 
who took the Part “A” examination, 333 
Part “B” and 254 Part “C,” or a total 
of 1,049 examinations. These examina- 
tions were conducted in 62 cities in 28 
states and 103 examinees completed the 
requirements for the Certificate of the 


sons 


To Ask for Amendment on 


Travelers Shares Par Value 


Directors of the Travelers have passed 
a vote authorizing presentation to Con- 
necticut General Assembly of a proposed 
amendment to the company’s charter 
authorizing it to fix par value of its 
shares at a lower figure than $100 for 
each share, and to increase its capital 
to an amount in excess of $50,000,000. 
Present authorized capital is $50,000,000, 
of which $40,000,000 is outstanding. 
While there is no present intention to 
increase the outstanding capital, Chair- 
man Francis W. Cole said, it seems ad- 
visable to have a larger increase legally 
permissible than the $10,000,000 increase 
which the present charter allows. 


McConnell Honored by 
Royal-Liverpool Group 


R. C. McConnell, regional manager in 





charge of Texas operations for the 
Royal-Liverpool Insurance Group, was 
honored at a dinner in Dallas on the 


occasion of his retirement. Mr. McCon- 
nell has been with the group for 42 
years and was appointed to his present 


post in 1946. Officially, his retirement 
is effective on November 30. 

B. F. Weaver and H. T. Lewis, vice 
presidents of the group, and other New 


York office executives were present. 

George G. Henry, assistant regional 
manager, will succeed Mr. McConnell as 
regional manager. 

Mr. McConnell began his insurance 
career with the group in 1912 as a spe- 
cial agent. George G. Henry, Mr. Mc- 
Connell’s successor, has been with the 
group for 35 years. During this time 
his assignments have included both 
office supervisory positions in New 
York, Louisiana and Texas. 


Roy Duffus Recovering 

Roy A. Duffus, prominent local agent 
of Rochester, N. Y., and former presi- 
dent of the New York State Association 
of Insurance Agents, is recuperating in 
the Strong Memorial Hospital in Roch- 
ester from a severe heart attack sus- 
a sil last Friday afternoon. It is ex- 
pected he will remain in the _ hospital 
another two weeks or so before return- 
ing to his home for a rest period. Mr. 
Duffus, in constant demand as a speaker 
at agents’ meetings in all parts of the 
country, has been traveling thousands of 
miles annually in such activities in addi- 
tion to his duties as an officer of the 
James Johnston Agency, Inc. 








Insurance Institute of America. 

The revised educational program of 
the Insurance Institute of America has 
been given wide dissemination and ‘has 
enjoyed rapid expansion in a compara- 
tively short period of time. 
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Marks Today 50 Years 
With Springfield F. & M. 





Arthur Johnson 
HEBERT 


WILLIAM A. 


William A. Hebert, 
Springfield Fire & Marine, was honored 
Monday night at a dinner held at the 
Colony Club, Springfield, Mass. Directors 
company sponsored 
commemoration of 
with the 


president of the 


and officers of the 
the celebration in 
Mr. Hebert’s 50th anniversary 
Springfield which occurs today. 
tive Vice President Frank A. Schlesinger 


Execu- 


acted as toastmaster. 

Starting out as an office Mr. 
Hebert has served as inspector and spe- 
cial agent, assistant secret ary, secretary, 
vice president, director and since 1946 
as president of all companies in the 
group. 

A national 


boy, 


leader in the insurance 
industry, Mr. Hebert is a director of 
the General Adjustment Bureau and of 
the National Board of Fire Underwriters 
Building Corp.; is a member of the 
executive committee, chairman of the 
finance committee and member of the 
conference committee of the National 
Board of Fire Underwriters; is president 
of the Central Traction & Lighting 
Bureau; president of the American For- 
eign Insurance Association; member of 
the American Insurance Association, and 
member of the executive committee of 
the Stock Company Association; and a 
Fellow of the Insurance Institute of 
America. 


Albert N. Butler Dies 


Albert N. Butler, Jr., vice president 
and director of Newhouse & Hawley, 
Inc., of New York City, died suddenly 
last Saturday of a heart attack. A grad- 
uate of Notre Dame og real in 1933 
he served with George F. Brown & Sons, 
Inc., as vice president and general mana- 
ger of the Eastern department before 
joining Newhouse & Hawley. He had 
also been associated with the Aetna, 
Fidelity - Phenix and Home Insurance 
Companies. 

Mr. Butler’s father, the late Albert N. 

3utler, who was vice president of Cor- 
roon & Reynolds and former Deputy In- 
surance Superintendent of New Y 
State, also died of a heart attack, while 
attending a meeting of the National As- 
sociation of Insurance Commissioners in 
1947. 

Surviving Mr. Butler, Jr., are his wife, 
Rita Morris Butler; two sons, Albert 
James and Paul Francis, both of whom 
are students at Yale University ; his 
mother, Catherine M., who is connected 
with the New York Insurance Depart- 
ment; a brother, James J., who is comp- 
troller of the Lumbermen’s Mutual of 
Mansfield, Ohio, and a sister, Mrs. Helen 
Holland of Bellport, Long Island. 
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Schinnerer Explains Successful 


Use of Survey Program in Selling 


Victor O. Schinnerer of Washington, 
D. C., who has used the survey plan 
to advantage in selling insurance, out- 
lined his methods in addressing the 
direct writer competition seminar in 
Newark, N. J., on Monday. 

Mr. Schinnerer, who presented his talk 
in the form of an outline of what, as a 
buyer of insurance, he would desire 
through his local agent, stated that he 
required “adequate and proper protec- 
tion at the lowest cost consistent with 
security. This protection is made up of 
two essential component parts. 

“A sound, strong insurance company, 
financially to pay any claim for which 
it is contractually liable, not only to- 
day, or in the immediate future, but for 
all time. 

“A competent insurance analyst or 
broker who has the knowledge and abil- 
ity to properly aid and advise the insur- 
ance buyer in planning a sound program 
of protection.” 

Then stating how the insurance sur- 
vey can be made to work to provide the 
buyer with the needed coverage Mr. 
Schinnerer told his New Jersey audi- 
ence. 

Main Steps of Survey Plan 


“If he knew his business, my insur- 
ance broker or analyst would know that 
the insurance survey plan is more than 
policy listing and checking. He would 
know that the plan is a system or 
method for determining with a scientific 
exactness the insurance requirements of 
an individual, firm, or institution, with 
the ultimate aim of prescribing for those 
requirements as efficiently and economi- 
cally as possible, consistent with sound 
ieaubince judgment. 

“Three steps are required: 

“(1) A complete examination of the 
risks and hazards involved. In order to 
provide protection we must first deter- 
mine the causes from which loss may be 
anticipated. 

“(2) The diagnosis—the possibility of 
loss from each hazard found to exist 
must be measured and the probable ex- 
tent of such loss, if it does occur, must 
be analyzed in its importance to the in- 
surance buyer. 

“(3) Prescription—when the diagnosis 
is completed and the hazards are com- 
pletely analyzed the proper method of 
protection should be prescribed,” said 
Mr. Schinnerer. 


Qualifications of Producer 


“Since the responsibility for prescrib- 
ing the protection is the job of the 
agent, broker or analyst, it is essential 
that he be properly trained to do the 
job. What qualifications must he have 
in order to do a first-class job? 

“(1) He should be intelligent, aggres- 
sive, alert, resourceful and a_ hard 
worker. He should have a complete and 
comprehensive knowledge of the busi- 
ness of insurance. He must know, first, 
what protection is needed in order to 
properly protect his client, and secondly, 
he must know how to provide this pro- 
tection adequately and economically. His 
knowledge must not only be general as 
far as the business is concerned, but 
specific as to each of the perils to which 
his client is exposed. 

“(2) Now, in addition to a_ broad 
knowledge of the business, my insurance 
expert must not only have normal in- 
telligence, he must have an analytical 
mind, he must be curious, inquisitive, he 
must want to know the facts, because 
the basis of sound analysis is in ac- 
quiring the facts. 

“(3) I would also expect that his or- 
ganization would be made up of men 
and women who have these same quali- 
ties. The constant promotion of trained 
personnel, in light of the increased busi- 
ness done by all companies, has left a 
critical shortage of trained men at the 
local level. While all companies have 
stepped up their recruiting program in 
the past few years, they still have to 


train the new men. If I were an insur- 
ance buyer, I’d be sure I had a trained 
crew working for me. 


What Analysis Will Show 


“My competent insurance guide would 
convince me that a comprehensive risk 
and insurance analysis would— 

“(1) Point out the gaps in existing 
coverages. 

“(2) Expose overlapping of coverages. 

“(3) Expose violation of policy war- 
ranties. 

“(4) Bring to light mistakes or limi- 
tations that would affect loss adjust- 
ments. 

“(5) Point out the methods of improv- 
ing existing coverages. 

“(6) Indicate the interlocking of one 
coverage with another. 

“(7) Point up premium savings, which 
may be affected without impairing pro- 
tection. 

“(8) Give me a record of my insurance 
program in a clear and intelligible form 
at my finger tips. 

“The business executive should use the 
services of an experienced insurance 
consultant in the highly technical field 
of insurance protection,” Mr. Schinnerer 
stressed. “As a matter of fact, the po- 
tential losses through inadequate insur- 
ance probably are greater than in any 
other phase of the business. Anz ilysis 
consists of four steps. 


Risk Analysis 


“Any competent insurance man can 
prepare a list ofthe various kinds of 
insurance protection available, and ex- 
plain just what each covers. But this 
is only half the problem; there remain 
the vital questions for my particular 
business, and the extent and degree of 
coverage that I need. 

“For this reason survey work should 
begin with a study of the hazards to 
which business is exposed, rather than 
with an examination of policies. 

“The analysis is based on a compre- 
hensive, searching, fact-finding ques- 
tionnaire, applicable to my business, sup- 
plemented, and sometimes superseded by 
the advisor’s broad experience in similar 
situations. 

Fact Finding Conference 


“The survey job should begin with a 
conference of my key officials to deter- 
mine the principal facts the major 
risks and hazards peculiar to my par- 
ticular business. It covers every phase 
of my situation and operations directly 
or indirectly affecting my insurance 
needs. 

“An inspection of the buildings or 
premises occupied by the business and 
a careful observance of the operations 
is the next step. It has a two-fold pur- 
pose: 

First, it clarifies the picture of prop- 
erty values to be protected. Experience 
has shown that at times some of these 
values are inadvertently overlooked, or 
seriously under-appraised. Inflation has 
wrought drastic changes in building, 
equipment, and other costs. Unfortu- 
nately, in far too many cases the under- 
valuation has been discovered only after 
a loss has been sustained. 


Safety Engineering 


“Wherever the inspection indicates 
the possible need or desirability, the 
advisor will bring in a safety engineer 
for a careful and thorough survey. It 
is his job to point out possible chi inges 
in my physical set-up or in my opera- 
tions that will reduce the possibility of 
loss or accident, and thus reduce the 
premium cost of my insurance protec- 
tion,” declared Mr. Schinnerer. 

“The ‘know-how’ in recognizing situa- 
tions, plus the services of a competent 
safety engineer, can reduce the risks 
and hazards in my business. The com- 
petent advisor should outline for me a 
sound safety program specifically de- 
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signed to prevent accidents in my opera- 
tions. 
Audit of Present Protection 

“Only after the risk analysis has been 
completed should my advisor examine 
my insurance policies. At this point he 
has a clear picture of the risks and 
hazards faced by my business. He then 
checks my policies to determine the ex- 
tent to which I am properly protected. 
His audit answers questions such as 
these: 

“Do my present policies give me the 
protection I need and want ? 

“Are they complete and correct as to 
coverage, terms and conditions ? 

“Am I carrying any insurance, in kin! 
or amount, that | really do not need ? 

“Are the rate formulae used in my 
policies properly compiled, and correctly 
applied ? 

“What rate penalties am I paying that 
could be removed by proper action ? 

“Do my policies contain any warran- 
ties, conditions, limitations or exclusions 
that would prevent, obstruct or delay 
settlement if loss should occur ? 


Recommendations 


“The recommendations are the key to 
the entire analysis procedure. All of 
the essential facts and the resulting 
recommendations should be set forth in 
a comprehensive report. The report 
should review and discuss in detail each 
important phase of my insurance needs. 
The facts concerning the risks and haz- 
ards of my business as disclosed in the 
questionnaire, in the inspection of my 
properties, and in observation of my op- 
erations, should then be carefully com- 
pared with the protection I actually 
have, as disclosed by an expert, tech- 
nical audit of my present insurance poli- 
cies. 

“Risks and hazards on which I have 
no protection should be pointed out. In- 
adequate coverages should also be dis- 
cussed, such as changes in values, or in 
the operations of my business, failure to 
comply with co-insurance requirements, 
etc. Additional protection through ex- 
tended coverage or broad forms, often 
at nominal cost, should be suggested. 

“Having completed his recommenda- 
tions, the competent insurance advisor 
should then present his program of con- 
tinuing service. No business ever re- 
mains static. It changes from month to 
month, year to year. As I expand, in- 
stall new departments, invest in new 
equipment, acquire new locations, as- 
sume new liabilities under agreements, 
sell new products, contract for building 
alterations or change my operations in 
other ways, my insurance protection 
must constantly be adjusted to provide 
protection for these changes. 

“It is here that a competent insurance 
consultant can be of greatest help to 
me by constantly rendering these serv- 
ices without charge, annually or more 
frequently: Building values, equipment 
values, stock values, rate changes, fire 
rate analysis, audit examination, experi- 
ence rate service, loss settlement service, 
accident and loss prevention service, 
check on policy warranties, advice on 
new contracts, advice on new legisla- 
tion, policy examination.” 


Newark Seminar 


(Continued from Page 1) 


competition were made by Arthur M 
O’Connell, Cincinnati, member of the 
executive committee of the National 
Association of Insurance Agents; Victor 
O. Schinnerer, Washington, D. C., also 
an agent prominent in the NAIA, and 
William W. Ellis, agency superintendent 
of the Aetna Casualty & Surety. 

President Donald C. Bowersock of the 
Boston Insurance Co. was also to have 
spoken in the morning but could not 
because of illness. However, he came 
after luncheon and participated in the 
question and answer session in the 
afternoon. The papers of Messrs. O’Con- 
nell and Schinnerer are reviewed sep- 
arately in this issue of The Eastern 
Underwriter. 

Some questions had to do with pos- 
sible reductions in commissions as part 
of the program to close present price 
differentials between the rates of the 
old line insurers and some of the inde- 
pendent companies. Mr. Bowersock said 
the time is past for trying to hold a 
Maginot line on commissions. The whole 
question has to be approached realis- 
tically in view of the fact that the 
American public is competitively minded 
The over-all cost structure must be 
studied, but this need not be to the 
disadvantage of the local agent, he said 

Mr. Bowersock also expressed the 
view that when the insurance business 
offers still broader forms of coverage 
premiums will be larger and the com- 
mission potential sufficient to justify 
producers featuring this business even 
though the rate of commission might 
be lower. This sort of coverage he does 
not feel cut-rate carriers are equipped 
to offer the public. He advocates still 
further development of broad coverage, 
but warned against getting too many 
forms, so as to create confusion. 

It is also Mr. Bowersock’s opinion 
that companies so far have been some- 
what reluctant to change their premium 
rates as rapidly as experience war- 
rants. He admits that a number of fac- 
tors work adversely to the desire of 
many companies to keep rates up to 
date and this has tended io some extent 
to make those insurers cut their facili- 
ties to agents; particularly in areas 
where independent carriers have revised 
rates downward and go vigorously after 
preferred classes of business. 


Ellis Is Confident 


Mr. Ellis said there is plenty of serv- 
ice an agent can render to justify a $25 
differential in cost against him. In the 
first place a qualified producer is needed 
to write auto coverage correctly for an 
assured ; just any old form won't do, he 
said, even if limits are large. Then the 
agent should keep his client informed 
of new developments in auto coverage as 
well as preparing an over-all program. 

In his inspirational address to the 
large audience, featuring better selling 
and better service Mr. Ellis stressed the 
following points: 

“The miracle of our modern transpor- 
tation systems, our labor-saving devices, 

(Continued on Page 33) 
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Good Advertising, Hard Selling Will 
Beat Direct Writers Says O’Connell 


Stimulating advertising, used consis- 
tently, plus selling the idea of freedom 
irom risk for eight hours or more every 
day will go far toward overcoming price 
competition of direct-writers, Arthur M. 
O’Connell of Cincinnati, member of the 
executive committee of the National As- 
sociation of Insurance Agents, told the 
forum meeting of the New Jersey Asso- 
ciation at Newark on Monday. There is 
little wrong with stock company imsur- 
ance price, he said, and such insurance 
can be sold successfully against the cut- 
rate coverage. 

Mr. O'Connell, who is a dynamic 
speaker with a lot of personality, de- 
clared that he was not talking just from 
theory, when he pointed out that his 
agency, Thomas E. Wood, has doubled 
its business in the past five years. The 
agency has about 50 executives, em- 
ployes and underwriters, and another 50 
or so producers. They hear little about 
any selling depression Mr. O’Connell 


stressed. 
What Competition Involves 


On competition the speaker said that: 

“IT want to establish the fact that com- 
petition with the direct writer, with the 
mutual, the reciprocal, or with a fellow 
agent, involves primarily the human 
equation. It involves knowledge, per- 
sonality, service, integrity, intelligence, 
sales ability and above ail the expendi- 
ture of energy. If we have these quali- 
ties and more importantly, if we use 
them, we are successful in the face of 
any type of competition. If we do not 
have them, or use them, we are doomed 
to failure even though we give away 
our merchandise like sample packages of 
bre ikfast food. 

“How many of us approach our com- 
petition blindly, building it up to a posi- 
tion it does not deserve and creating 
for our many advantages which simply 
do not exist ? How many of us ever take 
the time es study our competitor? 
What does he do? How does he do it? 
What does his product look like? What 
does it smell like? How does it wear 
What are his strong points? Where is 
he weak? And last mind you, way down 
the list, what is his price? 

“Price, to a master salesman, is al- 
ways an element to be considered only 
after he has exhausted every other rea- 
son for making a sale. 

“There is considerable evidence that 
we have oversold ourselves on the idea 
that we are ‘professional people’ and 
that our customers are expected to ‘con- 
sult’ us. We call ourselves ‘counsellors, 
idvisers, underwriters, or executives.’ 
We try to satisfy ourselves with titles 
as a substitute for effort when we know, 
or should know, that the adviser, coun- 
sellor and the consultant, would starve 
if he didn’t pursue his prospect down 
the last alley in order to make a sale. 

“The truth is, that some of us deserve 
the professional label while others do 
not, but none of us can afford to rest 
on our professional laurels, while our 
less dignified competitors take home the 
bacon. I have yet to see a direct writing 
salesman who shunned the label of his 
trade or who took refuge in ‘dignified 
professional silence,’ as his customers 
went elsewhere 


Don’t Sell Just “Insurance” 


‘As long as you nearly sell ‘insur- 
ance, you have only one more arrow 
in your quiver and that is price. When 
your competitor offers a lower price, 
for ‘insurance,’ as if it were a lump of 
coal, you’re sunk. You have exhausted 
your vocabulary,” Mr. O’Connell stressed. 

“Don’t sell ‘insurance,’ sell freedom. 
Freedom from want, freedom from fear. 
Sell financial responsibility, nationwide 
assistance, lawyers’ fees, 24-hour, 7-day 
service, court costs, bond service, con- 
tinued enjoyment of property, money 
and wages. Privilege of operating other 
vehicles, coverage for the family and 





sets before you get down to price. 


but why should you plead his case? You 
RCA salesman say, 
He is a salesman and he’s not trained to 
‘I can buy it at the mail order house and 


’ even though he knows the in- 
workings are much the same. 


Hard Work Is Needed 


your personal liberty. I don't care if our 


competitors sleep every 


talk about meeting competition and no- 


eight hours of solid selling effort,” de- 
clared Mr. O’Connell. 

“If we took the trouble to analyze 
our competition we would find that the 
more they lick us, the harder they work. 
They punch a clock or its equivalent 
and day after day submit time sheets, 
accounting for every working moment. 
When they are on store or parking lot 
detail and the place opens at 8:30, 
they’re shaved and showered, waiting 
for duty and are on deck until the close 
of business, even though it may be 9 
o'clock. At other times similar hours 
are observed and the fellow who doesn’t 
make a complete quota of night calls 
and who won’t work on Saturdays soon 
finds himself looking around for some- 
thing else to do. His expirations are 
processed very carefully and if he 
doesn’t keep up with the general aver- 
age on collateral coverages, he is given 
a going over that he doesn’t soon for- 
get. Believe me when I tell you that 
although lower price does help, these 
boys would be a thorn in our side even 
without a rate differential because they 
get up early in the morning and work 
the livelong day. 


Advertise Agency’s Name 


“Our outfit spent $20,000 last year in 
newspaper advertising and I don’t re- 
call a single customer who came in and 
said, ‘Gimme one of those policies I saw 
in the paper this morning.’ We don't 
expect them to and as a matter of fact, 
if they did, we would probably turn 
down the application. You can bet your 
life though there is hardly a man, 
woman or child within the metropolitan 
area of Cincinnati who doesn’t know 
that Thomas E. Wood is in the insur- 
ance business, that Thomas E. Wood is 
a wide-awake, up-to-date agency and 
that whatever you buy from Thomas E. 
Wood has the hallmark of integrity, 
stability and honest to God value. 

“When our man walks in and says, 
‘I’m from Thomas E. Wood,’ the cus- 
tomer knows he is dealing with a high 
class institution. How does he know it ? 
He read it in the newspapers and he 
read it over and over again. Someone 
else might be giving him a better break 
on price but back in his inner conscious- 
ness is his knowledge that we'll give him 
more for his money,” stated Mr. O’Con- 
nell. 

“You pay more money for products 
because you know they are the best. 








SCOTTISH-AMERICAN GROUP 


Colder weather means time for furs. 
Mr. Agent, look at all the people in your 
community who wear fur stoles, capes, 
jackets, coats—all representing sizable 
investments. Our fur floater means in- 
expensive ‘‘ALL-RISK”’ protection for 
them and easy additional premium in- 
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And why do you know they are the 
best? Because the manufacturer told 
you SO. 

“Don’t get advertising mixed up with 
public relations. You can secure a mod- 
erate amount of free public notice and 
perhaps get your picture in the paper 
by serving as a Red Cross chairman, 
by heading the rules committee of your 
lodge, but you can’t bring your business 
story home to your customers or your 
prospective customers on a day- after- 
day, favorable basis unless you hire some 
space in the newspapers, plant some 
billboards or buy some time on the radio 
or television. 


Employ Advertising Counsel 


“Employ advertising counsel. You may 
think differently but the chances are 
you know as much about advertising as 
the advertising man knows about insur- 
ance. If your ad man is worth his salt, 
he will immedi: itely discuss with you 
these major points: 

“Where am I going to place my mes- 
sages? How often should they appear ? 
What will they say about me? 

“You're serious now and you must 
not only tell the public to buy insurance 
from you but you must tell them why— 
why—why. 

“How often should ads appear? About 
50% oftener than you can afford and 
by all means consistently. Daily, weekly 
or monthly, but regularly. For how 
long? Only as long as you expect to be 
in business. 

“What will they say about me? Any- 
thing within the bounds of good taste. 
Not that you’re honest, or that you are 
on the square. These ‘things are taken 
for granted and when you emphasize 
your honesty some people may think 
that you are protesting too much. 

“Tell the people something that will 
help them, not glorify you. What do 
you want them to know? Can you now 
insure their dwelling on a more compre- 
hensive basis or can you extend their 


(Continued on Page 25) 
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Presides at Dinner 


Of “Norbrit Guards” 





Matar 
WILLIAM J. TRAYNOR 


Some 100 stalwarts of the “Norbrit 
Guards,” 25-year service organization of 
the North British Group, attended the 
association’s tenth annual dinner in 
“The Colonnades” at the Essex House, 
New York, November 18, with President 
William J. Traynor presiding. Also at 
the head table were W. L. Nolen, United 
States manager, and J. L. Magenheimer 
and R. P. Stockham, assistant Us OS 
managers. 

Arrangements were handled bv John 
J. Casey, recently elected “Guards” presi- 
dent for the new year beginning Janu- 
ary 1. Other officers elected were H. G 
Thomas, vice president; Antoinette Mc- 
Elroy, secretary, and Nettie Pesinger, 
treasurer. At the same meeting, S. J. 
Currie and C. V. Pearsall were elected 
members of the executive committee. 


W.H. Doyle to Address Fire 


Protection Engineers’ Meet 
W. H. Doyle, chemical engineer for 
the Factory Insurance Association, will 
be the guest speaker at the next meet- 
ing of the New York Chapter of the 
Society of Fire Protection Engineers to 
be held on December 1, at Millers Res- 
taurant, New York. 

Mr. Doyle who has had vast experi- 
ence in handling chemical risks will 
speak on the subject, “What the Insur- 
ance Company Expects of Industry.” 

The meeting is scheduled for 11:45 
a.m, 


(Connell Address 


(Continued from Page 24) 


medical payments? Are you available 
24 hours a day, every day in the week? 
Is your claim service available in every 
city, town and hamlet in the country? 

Will your policies pay a man’s profits 
as well as his property damage? Have 
you had a recent interesting loss on 
which you paid a_ substantial claim? 
Does a doctor need liability insurance 
and if so, why? Is my house a legal 
booby trap? 

“The opportunity for creating adver- 
tising is limitless, subject only to your 
creativeness and the ingenuity of your 
advertising expert.’ 


KILLED ON HUNTING TRIP 
Ivan Clark, well known insurance 
agent of Portland, Ore., and prominent 
member of the Oregon Association of 
Insurance Agents, was killed recently 
while on a hunting trip in Oregon. 

















. ee Mighty good business for you— 
these private and corporate plane 


High time you got your share of this 


And, it’s a mighty smart idea to wrap 
up all their insurance in the same com- 
y—fire, auto, liability and aviation, 
right down the line. Agents know it’s 
much easier to handle an entire account 
with just one company. 
Our agents have no difficulty placing 
Aviation Insurance with us. : 
we're in the INSURANCE business 
and if we can quite capably insure a 
man’s house, car, boat and other pos- 
i . Why shouldn’t we insure 
his (or his company’s) airplane? 


We'd like to hear from you if you have 
any Aviation problems. 
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Stolen Cars May Cost 
Insurers $40,000,000 


BLACK GIVES 1954 ESTIMATE 
Theft Bureau Director Tells Under- 


writers of Need for Certificate of 
itle Laws in States 











Some 110,000 automobiles were stolen 
during the first six months of 1954. Thi 
indicates that cars valued at 300 million 
dollars will be stolen during the vear, 
and most of them will be recovered 
Quite possibly, iess than 40 million dol- 
lars will be paid out by the insurance 


Blackstone Studios 
CHARLES S. BLACK 


companies as damages on the 93% which 
will be recovered, plus the total loss 
payments on the insured portion of the 
pecs bag cars. This estimate was 
given to the November meeting of the 
p onset Underwriters Club of New 
York, by Charles Black, director of the 
Eastern Division of the National Auto- 
mobile Detective Bureau. 

Mr. Black added that the problem of 
identifying and establishing the legal 
ownership of stolen automobiles is be- 
ing handicapped by the practice of sev- 
eral large automobile manufacturers who 
are omitting the engine numbers and 
using only a serial number. When this 
practice is added to the failure of many 
states to have a certificate of title law, 
it makes the situation much more diff- 
cult for the “an enforcement authorities 
and the insurance companies who are in- 
terested in restoring the stolen automo 
biles to their rightful owners 


Auto-Owner Is Careless 


Hardly any one today would buy a 
plot of real estate without proper cer 
tification of the title, but in many states, 
the automobile purchaser has nothing to 
prove his legal ownership of the $1,000 
or $5,000 car he has bought. To take 
matters worse, Mr. Black stated that 
investigation of many cases discloses 
that the average automobile owner has 
never actually checked the identifica- 
tion numbers to see if the car in his pos 
session is actually the one the purchase 
papers state he is ~~ 

Mr. Black told the Underwriters Club 
that he hopes the existing high recovery 
ratio on stolen cars can be maintained 
through a continuation of the close co- 
operé ition of the state and local law en 
forcement authorities, the Detective Bu 
reau and the insurance companies. 


Anderson Cook County 
Manager for Phoenix Cos. 


Herbert S. Anderson has been ap- 
pointed Cook County manager for the 
Phoenix of Hartford Group under the 
executive direction of William H. Pot- 
ter, Ir, secretary. 
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HOW TO DO IT... SAFELY ! 107 Home Agent”—the man to see 
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Rich man, poor man, Indian Chief—everybody’s playing the 
“do-it-yourself” game these days. 


But not even the most talented amateur can do it himself when 
it comes to insurance. 


Because insurance is a field for “‘professionals only.”’ That’s always 
been the heart of THE Home’s philosophy. And our new ad restates it in 
practical, down-to-earth terms—in language which has a special 
meaning for 20,000,000 families who make up the booming 
“do-it-yourself” market. 


The new Home booklet can be a real help to these hobby-happy homeowners. 
It’s a unique goodwill gatherer, too. And a wonderful opportunity to give 
sound, professional advice on insurance matters in a friendly atmosphere. 


Get this striking 18” x 24” 
four-color poster from your (Fmsinnmor Company 


HoME fieldman. Display it 
agreed in cog ——” Home Office: 59 Maiden Lane, New York 8, N. Y. 
oo Seetens Foren at Eee FIRE » AUTOMOBILE + MARINE 


for a copy of the valuable The Home Indemnity Company, an affiliate, writes 
new Home booklet. Casualty Insurance, Fidelity and Surety Bonds, 


“Tips to the Handyman-Hobbyist on 
HOW TO DO IT SAFELY” 

a handy-size 48-page illustrated booklet, 
covers such important topics as: By 
Getting the most out of power tools 

Getting the most out of hand tools 

About the blowtorch 

Operation woodworking 

Operation metalworking ee 

Using and abusing electricity se i 
16 more do-it-safely subjects for the homeowner ie | 






Get your supply from your HOME fieldman. 


2ST EEC SU TRIN PIERS 
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Meet your HOMEtown Insurance Agent 








tle showed me 
HOW TO DO IT... SAFELY / 


Do you have a hobby—or are you “handy around the house”? 
Then you'll find an extra advantage in talking to your Home 
Insurance man. His interests are probably very much like : 

your own and he may be able to give you some good ' Hobbyist on 

man- 

suggestions. He certainly will be able to give you sound advice 1 “Tips tothe err nt 7 There’s a right 
on practical safety measures. He has built a career on the : HOW TO DO rican everything. This handy 
services of protection and his expert opinion, backed by more ' and a wrong way t0 
' 
' 
’ 
' 





Free 


1 

1 

1 

1 

1 

i safe ! 

48-page booklet shows the right way, the ' 

than a century of Home experience, is well worth having. new se he es : 
way 

For your sake, see him soon! rayon oye oon : 

re FF 

Home Insurance Company, Dep 4 


proker, or write The 


Lew------ 


sx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* 


CCusuronce Company 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE + AUTOMOBILE + MARINE yous 














# : The Home Indemnity Company, an affiliate, writes ai 3 
ce ee ‘ i so a Casualty Insurance, Fidelity and Surety Bonds 4 é 
| ' Sey vos 
| : 
{ The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 


This ad will appear in full color, full page size in the following publications: 


BETTER HOMES and GARDENS « TIME e SUCCESSFUL FARMING « U.S. NEWS & WORLD REPORT 
ke : SATURDAY EVENING POST © TOWN JOURNAL « NATION'S BUSINESS « BUSINESS WEEK 
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N. Y. Agents Claim North America 
Plan May Well Cause Rate War 


Contending that the North America 
Comp inies seek to create a “loss leader” 
in dwelling house insurance in an at- 
tempt to recapture business lost by them 
in other lines, the New York State As- 
sociation of Insurance Agents, in its 
brief filed in the Appellate Division of 
the Supreme Court as “amicus curiae, 
joined with the New York Fire Insur- 
ance R: iting Organization in asking that 
the decision of the New York Insurance 
Department be set aside. 

The North America companies declare 
that its shrinkage in New York was due 
to commission increases by other com 
panies, the agents say. “If their volume 
decreased, it has not been due to the 
commission factor but to other contrib- 
uting causes,” the agents’ association as- 
serts. Actually, the North America com- 
panies started several years ago paying 
an extra percentage to their contract 
agents “if these agents would give them 
a certain stipulated volume of preferred 
fire insurance business each year.” The 
association says it is “contrary to fact’ 
that the North America companies’ ac- 
tions were made necessary by what 
other companies did. 

Hardship to Public 

“The cut-rate filing, if it becomes ef- 
fective,” the agents’ association 
“heralds the beginning of a rate war 
which will in the long run work a hard- 
ship on the insuring buying public. 

‘The public, while it might have had 
the ‘benefit? of a few years during a 
rate war, would ultimately suffer be- 
cause of insolvencies, lessened capacity, 
elimination of a number of companies 
and the domination of the fire field by 
a few of the larger fire companies 

“The real intent and purpose of the 
North America companies in their 
maneuvering for their right to file in 
dependently became crystal-clear—in or 
der to attempt to capture more fire 
business, they intend to reduce their 
premiums in the dwelling class by lower 
commissions, commissions which the 
agents insist are already too low. The 
success of such an attempt will be to 
reduce the agents to the point of no 
return or worse. 

“While it is the duty of the Super 
intendent to protect the insurance buy- 
ing public against over-charging by ex- 
cessive rates, it is also the duty of the 
Superintendent to protect the public and 
the companies against failure caused by 
underpricing or inadequate rates. It is 
also his duty to protect the companies, 
the public and the agent by finding, in 
the diate dollar, an adequate place 
whereby the agents who perform valu- 
able services in the insurance business 
are able to stay in business and serve 
the public and the companies. 


Says, 


Legislative Intent 

“Surely the harm to the public and 
the business of insurance resulting from 
chaos which accompanies open competi 
tion in fixing rates on fire insurance, and 
inherent in the decision under review, 
was not intended by the legislature, be- 
cause the legislature provided for the 
protection of the public interest and the 


promotion of concert of action in rate- 


making and required uniformity. 

“The Superintendent of Insuri ince 
while he has no power to fix agents’ 
commissions has a duty to recognize the 
obligation of the companies to pay the 
same and must reasonably allow for this 
element in the expense factor of the 
rates. 

“The Superintendent failed to consider 
what services the agents perform in the 
fire insurance dwelling class, his costs in 
the performances of those services and 


whether a reasonable acquisition cost 
factor was included in the North Amer- 
ica filing. 

“The independent filing of the North 


\merica companies is not in the public 
interest.” 

Gilbert J. Pedersen of Smith, Kendall 
& Pedersen of Buffalo, is counsel for the 
agents’ association. 


Stewart Special Agent 
For AIU inN. Y., N. J., Pa. 


\ new service to brokers and agents 
in New York, New Jersey and Pennsyl- 
vania is announced by American Inter- 
national Underwriters Corporation in ap- 
pointment of David W. Stewart, II, as 
special agent. Mr. Stewart will cover 
these three states entirely, except for 
the Metropolitan New York area. 

With investment in American capital 
ventures abroad growing at a rate in 
excess of one billion dollars annually, 
insurance producers in many parts of 
the United States are becoming in- 
creasingly alert to their stake in the ex- 
pansion. Mr. Stewart's activities have 
been organized to provide brokers and 
agents in these areas with fullest infor- 


mation on risks surrounding American 
ventures abroad and the facilities avail- 
able through AIU for protecting them. 


Before poining AIU, Mr. Stewart was 
associated with the Maryland Casualty 
as special agent in several metropolitan 
centers in the East and Middle West. 
A graduate of Haverford College, he is 
native of Philadelphia. 











PRITCHARD 


Consultants 


of necessary protection. 














REINSURANCE 


AND BAIRD 
and Intermediaries 


When we serve you, we save you time and money and 
arrange your reinsurance so that you have a maximum 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 





Mayor Wagner to Speak 


> 
At Federation Luncheon 

Mayor Robert F. Wagner of New 
York City will be guest speaker at the 
annual luncheon of the Insurance Fed- 
eration of New York, Inc., it is an- 
nounced by W. R. Ehrmanntraut, Amer- 
ican Surety, executive committee chair- 
man. 

The annual luncheon which will be 
held on Thursday, December 9, at the 
Hotel Commodore, is always one of the 
outstanding events in the insurance 
world. 

W. Irving Plitt, vice president of the 
Atlantic Companies, this year’s luncheon 
committee chairman, stated that all 
preparations are complete for a program 
of considerable interest. He said that 
the enthusiastic demand for table reser- 
vations indicates a record turnout. He 
also urged those who have not so far 
requested table reservations to com- 
municate at once with Russell Edgett, 
secretary of Insurance Federation, 55 
Liberty Street, New York 5, N. Y 
REctor 2-6570. 


AFFILIATE OF FARM BUREAU 

Incorporation papers have been issued 
to the Canton Activities Association of 
the Farm Bureau Insurance Companies. 
The incorporators are W. A. McKee, 
W. F. Spangler, John Bi siscup and others. 
It is a non-profit organization. 


WEGHORN 
HAS GOOD 
COMPANIES 


—because, 
as you now know— 


WEGHORN IS 
GOOD TO 
BROKERS 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 








55 FIFTH AVE., NEW YORK 








Manzell of Jaffe Agency Likens New 
Dwelling Forms to New-born Babies 


Charles F. Manzell, manager of the 
fire department, Jaffe Agency, Inc., New 
York City, likened the various new 
dwelling policies to new-born babies in 
his talk, “New Dwelling Policies, Their 
Coverages and Limitations,’ November 
22 before the Independent Brokers’ As- 
sociation at Hotel Granada, Brooklyn. 

“All of these new additions have dis- 
turbed the peace and quiet along insur- 
ance row,” said Mr. Manzell, “just as 
little bundles of heaven are bound to 
upset any household. In order to cope 
with them we go through a definite rit- 
ual of seminars, forums, luncheons and 
dinner meetings. But in spite of the 
intensive study these policies have re- 
ceived, they still remain incomprehen- 
sible to many.” 

“Of the many policies available,” he 
continued, “the Homeowners’, the Com- 
prehensive, All Loss Form #850 and the 
Broad Form +849 seem to supply: the 
best solution for those of us who've 
been asking for combined or broad cov- 
erages. The last two represent a step 
toward eliminating the necessity of writ- 
ing many small policies and the accom- 
panying nuisances of service, collection 
and losses on each one.” 

Reporting on the acceptance of the 























new policies Mr. Manzell said “At the 
Jaffe Agency we have the facilities to 
write all of these forms. So far, we’ve 
found that #850 has caught on very 
well, 4849 is trailing far behind, but 
the others are not doing so well.” 


Negative Cpinions From Brokers 


“ 


Aside from cost comparison,” Mr. 
Manzell continued, “I’ve had many neg- 
ative opinions from brokers. One seems 
to be that the broker tends to lose con- 
tact with his assured. Another is that 
some brokers want no part of any multi- 
peril contract. They feel they are at a 
disadvantage when a_ single examiner 
handles all losses on a_ policy, even 
though a different peril is involved in 
each case. 

“Personally I feel this last objection 
tenable one,” he said, “but in 
the absence of any other facts it seems 
to me the success of multiperil con- 
tracts depends upon the common sense 
judgment of the company examiner when 
a loss occurs. It is encumbent upon him 
to determine the difference between a 
‘chronic collector’ and an assured who 
unforunately has just claims resulting 
from perils for which he ‘has paid a pre- 
mium arrived at, not by himself, but by 
the one who accepted the risk in the 
first place.” 

In conclusion Mr. Manzell stated the 
new dwelling policies have a great dea] 
of merit, but in the final analysis it is 
up to the broker to evaluate them in 
relation to the needs of his snecific 
clients—and perhaps, his own proce- 
dures.. 


is 


Norton Brokerage Manager 


Associated Reciprocals 
August Kiefer has resigned, due to 
ill health, as manager of the brokerage 
department of the Associated Reciprocal 
Exchanges, and has been succeeded by 
Robert T. Norton. The latter has been 
a member of the organization for sev- 
eral vears, serving in the new business 
and Western departments. The broker- 
age department will continue under gen- 
eral supervision of Rudolf S. Christian- 
sen, assistant vice president in charge 
of the Eastern division. 
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Feature Speaker at CPCU 


Luncheon in Hartford Dec. 2 


U. S. Army Photograph 
JOHNSON 


LOUIS 


Louis Johnson, Secretary of Defense 
during 1949 and 1950, will be the speaker 
at the Chartered Property Casualty Un- 
derwriter luncheon, December 2, in 
Hartford. The affair, a New England 
regional conferment of 20 new designees, 
will be held at the Hotel Statler with 
some 700 members and guests in attend- 
ance. 

Mr. Johnson is senior member of the 
law firm of Steptoe & Johnson of Wash- 
ington, D. C. His firm is counsel in 
West Virginia for National Board of 
Fire Underwriters and the Association 
of Casualty & Surety Companies. He 
will spez ik at the CPCU luncheon on the 
subject: “Insuring America.” 

Mr. Johnson has been a national fig- 
ure many years. Prior to his appoint- 
ment as Secretary of Defense he had 
been the personal representative of 
President Roosevelt in India and _ the 
Far East; Assistant Secretary of War 
from 1937 to 1940; and national com 
mander of the American Legion. A vet- 
eran of World War I, when he received 
the award of Commander of Legion of 
Honor from the French Republic, Mr. 
Johnson has been extremely active in 
Legion work. Mr. Johnson also was 
recipient of the United States Medal 
for Merit award by President Roosevelt. 


SECURITY APPOINTMENTS 


Croke Associate Resident Secretary at 
Chicago and Fox Western Marine 
Manager for 15 States 

Resident Secretary J. J. Hubbell of 
the Security - Connecticut Companies of 
New Haven announces appointment of 
Robert E. Croke as associate resident 
secretary for 15 midwestern states and 
the appointment of Walter P. Fox as 
Western marine manager for the same 
area. The Security - Connecticut Office 
is located at 208 South LaSalle Street, 
Chicago. 

Mr. Croke joined the Security - Con- 
necticut Companies in 1941 and prior to 
his service as an officer in the Navy, 
was state agent in Illinois and later 
manager of the Detroit office. Since 
the war he has been state agent for 
Kentucky and for the last six years 
Western marine man: ger in Chicago. 
Mr. Croke began his insurance career 
in 1928 with the Royal - Liverpool Group. 
He graduated from the Northwestern 
University Fire Insurance Scholarship 
Course. 

Mr. Fox entered the business in 1937 
with Appleton & Cox, Inc. His service 
with them was interrupted by four years 
in the Navy. He returned to field work 
until 1946 when he joined the Phoenix 
of Hartford. Since 1947, he has traveled 
the middle west extensively as assistant 
Western marine manager of the Secur- 
ity-Connecticut Companies. 





PEACOCK VICE PRESIDENT 


Advanced by Agricultural, Empire State; 
Quarterly Dividend 40 Cents; Operat- 
ing Results Satisfactory 

George C. Peacock was elected vice 
president of the Agricultural and Em- 
pire State 
meeting of directors in Watertown, 
N. Y. The directors also declared the 
regular quarterly dividend of 40 cents 
a share, payable January 2, to stock- 
holders of record December 15. Presi- 
dent Robert G. Horr reported satisfac- 
tory over-all operating results despite 


Insurance Companies at a 


the serious problems resulting from the 
series of hurricanes which have attacked 
various parts of the country. 

Mr. Peacock is a native of Water- 
town. He joined the Agricultural in 1921 
as a map clerk and served in various 
underwriting departments. He was sent 
to Wisconsin as a fieldman in 1933 and 
became state agent in 1936. 

In 1946 he was recalled to the home 
office as research director and to super- 
vise employe education activities. In 1947 
he also took over direction of the auto- 
mobile department and was elected sec- 
retary of the companies in February of 
that year. 

















Much excitement Tuesday! The Smith place; and 


Mr. L said it took two alarms before they had 


it under control. 


pany we had on the risk. 


there by noon, 


brought a check from PLM. Mr. 
strict rule that a check leaves the Home Office 


within 24 hours of receipt of proof of loss. 


Heavens, 
in a diary, but Mr. 


PLM check! 


and when he came back he was carrying a tiny 


bouquet of flowers. 


secretary," the card reads. 


do anything, but it did make me feel sort 


Of... Ol well, 


Of course, 


and this afternoon's mail 


that sounds awfully technical to put 
L was so pleased with that 


He took it to Mr. 


"For a really efficient 


"night, 


we wired the com= 


The adjusters were 


L says PLM has a 


Smith right away 


I'm sure iE didn't 


Diary! 








HOW ABOUT YOU, MR. LOCAL AGENT? 


You realize, of course, that prompt claim payment is 


not only a service to the assured, but a service to you. 


For nothing sells new business faster than quick claim 


settlement. 


PLM has this rule: 


No claim (where state 


laws permit) shall remain unpaid longer than 24 hours 


after receipt in this office of satisfactory proof of loss. 


Why not write us for information about a franchise. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., Philadelphia 7, Pa. 





STURDY AS THE OAK 






Orponsed 1495 


Writing FIRE and ALLIED LINES ‘“‘In the Birthplace of American Mutual Insurance’ 





Net Earnings Higher 
For Glens Falls Group 


MEAD REPORTS ON NINE MOS. 
Board Elects J. S. Hurry V.P. of All 
Cos.; Consolidated Capital, Surplus, 
Voluntary Reserve $40,727,342 

The operating results of the Glens 
Falls Group of Insurance Companies for 
the first nine months of 1954, as re 
ported at the board meeting on Novem 
ber 19, developed increases in income 
from underwriting, investment income 
and net income after taxes 

The report, as submitted to the di 
rectors by G. D. Mead, president of all 
the companies, showed that net earnings 
increased to $3.89 per share as compared 
to $2.71 for the same period of 1953 
These earnings reflect the reserves for 
the estimated losses resulting from the 
windstorms Carol and Edna but not 
those for Hazel which occurred in Oc 
tober. 

The board elected James S. Hurry 
vice president of all of the companies 
in the Glens Falls Group 

Mr. Hurry became associated with the 
general agency of the Glens F alls in San 
Francisco in 1920, with title of assistant 
general agent. In 1922 the Glens Falls 
opened its own offices and he became 
a special agent for the northern Cali 
— territory. His transfer to south 
ern California came in 1929, and shorth 
thereafter he was appointed manager in 
Los Angeles for the Glens Falls Group 
In 1950 he was elected secretary of all 
the companies, remaining in executive 
charge of the Los Angeles office 

Earned Premiums $52,846,766 

President Mead’s report indicated that 
earned premiums totaled $ 
compared with $52,173,294 for the first 
nine months of 1953. Incurred 
and loss expense decreased to $28,914,919 
from $29,670,914, and underwriting ex- 
penses were $22,223,185. This compared 
with $22,007,932 for the same period a 
Income from investments for 
months increased 7% to 
2,074,992, not in 


losses 


year ago. 
the first nine 
bring the total up to $ 
cluding capital gains. 

Total net income after taxes increased 
to $2,529,170 from $1,764,520 for the 1945 
period. Premiums written by the -group 
decreased from $55,917,481 for the first 
three quarters of 1953 to $54,362,812 for 
the same period this year 

The consolidated capital, 
voluntary reserve, including Glens Falls 
Corp., amounted to $40,727,342, compared 
with $34,629,050 as of December 31, 1953. 
The increase in unearned premium re 
serve was $1,516,046 for the nine months’ 
period. 

The board approved the payment of 
the usual quarterly dividend of 50 cents 
per share on the capital stock of the 
Glens Falls Insurance Co., payable Janu- 
ary 3, 1955, to stockholders of record on 
December 15, 1954. 

The non-resident directors who at- 
tended the meeting are: G. Perry Craw 
ford, Diamond Point, N. Y.; Edward P 
Farley, New York City; R. Harold Grif- 
fith, San Francisco; Sidney M. Henry, 
Hague, N. Y.; A. J. Hettinger, Jr., New 
York City; Earle J. Machold, Syracuse, 
N. Y.; John M. Meyer, Jr.. New York 
City; Karl E. Prickett, Greensboro, N. 
C.; T Coolidge Sherman, Pittsburgh, 
Pa.; and Donald B. Smith, Boston, 
N 


ean: 


surplus and 


U. S. Fire Losses Down 16% 


Estimated fire losses in the United 
States during October amounted to 
$57,668,000, the National Board of Fire 
Underwriters reports. According to Lewis 
\. Vincent, NBFU’s general manager, 
this $57,668,000 loss represents a de- 
crease of 15.9% from losses of $68,551, 
000 reported for October, 1953, and a 
decrease of 10% from losses ot $64,087, 
000 for September, 1954. 

Losses for the first 10 months of 1954 
now total $725,440,000, a decrease of 


3.5% from the first 10 months of 1953, 
when they amounted to $751,896,000. 
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Salt Water Damage Brings Many 


Auto Constructive Total Losses 


Automobiles become constructive total 
losses generally after being submerged 


water, contami- 


which 


for several hours in salt 


nated with oil and sewage, has 
panel. 
experience of ad- 
thou- 


these 


above the instrument 


the 


risen to or 


This has been 
been handling 


New 


out of 


justers who have 


sands of claims in England 


arising the recent 
thorough washings of 


often 


past weeks 


hurricanes. Even 


engines and interiors of cars more 


than not fail to restore such autos to a 


condition acceptable to the owners. 


These views were expressed by adjust- 
monthly luncheon 


attending the 


ers 
meeting of the Automobile Claims Asso- 
ciation of New York on November 18 
at Miller’s Restaurant President Clif- 
ford E. Gundersen, Home of New York, 
presided and the principal guest was 


Wills, assistant secretary ot 


Fire, 
Underwriters 


Donald A 
the Hanover 
the Automobile 


who is president of 
Club of 


New York. 
Automobiles classified as constructive 
total losses have been sold to highest 


claim men stated at 


assureds receivins 


bidders as salvage, 


this meeting, with the g 
“new” cars or cash, but for the most 
part their motor vehicles were replaced 


from the stocks of used car dealers. 


Three New Members 


Three applications for membership 
were acted on favorably. The new asso- 
ciate members of the Claims Association 
are John Snyder, Sherman Thursby and 
William I. Gorman, all independent ad- 
justers in New York City. 

Representatives of General Motors 
stated that, in handling hurricane claims, 
salvage bids were about normal after the 
first few weeks. At the outset some ad- 
justers felt the salvage men, from New 
England and other states too, were 
making under average bids. 

In an effort to prevent pilferage of 
autos, before and after salvage sales, 
some adjusters had the least damaged 


cars brought to central points where 


N. Y. Square Club Annual 


Dance on December 3 

The Insurance Square Club of New 
York met November 15 at the Drug & 
Chemical Club. Ed Minor was in charge 
of the entertainment program. 

The club has completed arrangements 
for its 32nd annual entertainment and 
dance Friday evening December 3, at the 
Hotel Statler. Chairman Burt Thomp- 
son has engaged Jimmy Lanins’ Inter 
national Orchestra, considered one of 
the top bands. Mr Thompson 
stated he is currently engaged in lining 
up an outstanding show of television, 
Stage, and radio stars. 

For tickets, at $1.65 each, contact 
Eilert, chairman New Hampshire Fire 
Insurance Company, 75 Maiden Lane, 
New York City, WHitehall 4-6440, and 
in Brooklyn, Vice President Ed Minor, 
Valentine Ittner & Poggenburg, 166 
Montague Street, Brooklyn, MAine 
4-7500, or office or member of the 
club. 





also 


Burt 


any 


NEW AMERICAN OFFICE 

The American Insurance Co. an- 
nounces opening of a new field office at 
404 West Washington Avenue, South 
Bend, Ind., under supervision of Special 
Agent Ward H. Hackleman. Mr. Hackle- 
man is a native of Indiana and a gradu- 
ate of Wabash College at Crawfords- 
ville. He joins the American with an 
extensive background in insurance, con- 
sisting of eight years in office, agency 


and field work. 


they could be watched. While this 
involved extra expense at the outset it 
paid off ultimately, it was stated. Sal- 
vage buyers were said to be reselling 
damaged cars as fast as possible in all 
sections of the country where markets 
exist for cheap autos. 

President Wills of the Automobile Un- 
derwriters Club stressed cooperation be- 
tween underwriting and claim depart- 
ments in each company. He stated that 
underwriters welcome assistance along 
the line of information from loss men on 
assureds whose claims would indicate 
that further carrying of the risk is un- 
desirable. Protective information is most 
valuable, he said, and often is something 
not available until a loss has occurred. 

Mr. Wills likewise outlined the cur- 
rent year’s program of the club. Along 
physical safety lines ‘he said the under- 
writers had urged car manufacturers to 
revise ignition locks to make autos 
harder to steal, to increase protection to 
passengers from collisions and to de- 
crease horsepower. He said cooperation 
from manufacturers was received on the 


first two points, but not on horsepower, 
which has been raised rather than re- 
duced. theo Wills said it is foolish to 
make cars veritable projectiles in the 
ante: of young people, leading to seri- 
ous accidents. Safe driving activities in 
home communities are sponsored and 
supported by members of the club. 
Total loss fires are increasing, Mr. 


Wills said, 


particularly on financed cars, 


with most such losses apparently delib- 
erate. He also urged loss men to watch 
the amount of unpaid balances and to 


help where possible in keeping them be- 
ow sound values on insured cars. Moral 
risks tend to incre ise where the owner 
has little 


equity in the vehicle. 


CLARK AGENCY IN BUFFALO 


\ business name has been filed in the 


Erie County, N. Y., clerk’s office for the 
Byron B. Clark Insurance Agency, 704 
Linwood Avenue, Buffalo, by Byron B. 
Clark. 


More Frequent Company 
Exams Urged in Texas 


LEGISLATIVE COUNCIL REPORT 


One Proposal Would Have New Com- 

panies Twice in First Yr., Annually for 

5 Yrs.; Capital Requirements Higher 

Better and more frequent examina- 
tions, especially of new companies, along 
with increased capital requirements com- 
prise the principal recommended changes 
laws, according to 
the first release by the Texas Legisla- 
tive Council of the 350 suggestions it 
has received from more than 200 com- 
panies and individuals. The council ten- 
tatively plans a meeting in December to 
map out its remedial legislative program 
for insurance. 

Details were given out on 
proposals, one submitted by 


in Texas insurance 


two of the 


T. R. Mans 


field, president of the Gulf of Dallas, 
and the other by the Texas Legal 8 
serve Officials Association. Mr. M-: 


field urged that new companies be exem 


ined twice during the first year, annu 
ally for another five years, and at two- 
or three-year intervals thereafter. The 
association favored semi-annual exami- 
nations of all companies in their first 
two years. 
Capital Requirements 

Mr. Mansfield recommended the fol 

lowing minimum capitalization require 


ments for new companies: Fire, $100,000 
of capital and surplus each; casualty, 
$150,000 each, and multiple line, $250, 
QOO each. He said he could see no rea- 
son for mutuals to operate with less 
capital than others writing the same 
lines. He also urged investment restric- 
tions on company funds, with a 20% 


limit on real estate. 

The Legal Reserve group urged close 
scrutiny of real estate that is offered 
as security, since over-valued real estate 
has been one of the faults noted in some 
recent company failures. 

Stanley Hornsby, attorney for the 
group, announced that a bill is being 
drawn to give the Board of Commis 
sioners authority to regulate the sale 
of insurance stocks. Others favor plac- 
ing this responsibility on the State Se 
curities Commissioner. 


Chairman American Marine 
Insurance Clearing House 





THOMAS M. TORREY 


Thomas M. Torrey, marine manager 
of the Insurance Co. of North America, 
was elected chairman of the American 
Marine Insurance Clearing House at 
the ninth annual meeting on November 
18. Presiding at the meeting was Fred 
Thieringer, Jr., vice president of Apple- 
ton & Cox, Inc., retiring chairman. 

Emil A. Kratovil, president of Carpin- 
ter and Baker, was elected vice chair- 
man, and Leslie A. Ward, vice president 
and general manager of W. J. Roberts 
& Co., was appointed treasurer. Edward 

King, who has been secretary of the 
Clearing House since its organization, 
continues in that post. 


MRS. AGNES B. CURTIN DIES 


Mrs. Agnes B. Curtin, widow of Cor- 
nelius J. Curtin, who has headed the 
Curtin Insurance Agency in Rochester, 


N. Y., since the death of her husband, 
died recently at her home. Mrs. Curtin 
was a member of the Insurance Under- 
writers Board of Rochester. 





100° cAnniversary in the UNITED STATES 
of a WORLD-WIDE INSURANCE COMPANY 


100 years ago, starting in the State 
of California, the Northern Assur- 
ance began writing insurance in the 
United States. Fair loss adjustments, 
the prompt payment of claims, both 
small and catastrophic and most 
important to establish ourselves as 


an Agency Company all-ways were 








our rock-bound determinations. 




















A portal of warm welcome to 
our agents and those desiring 
to represent our Company. 


It is a proud achievement to reach 
a Centennial—especially when, 
throughout 100 years the precepts 
adopted in the beginning have re- 
mained unchanged. Perhaps that is 
why we enjoy the association of so 
many fine agents — why hundreds 
have represented us for 25 years 


and more— many for over 50 years. 
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Byrne Backs Move for U.S. Govt. to 


To Act Positively on Discrimination 


Ocean marine underwriters in Ameri- 
can markets introduced at’ the merchan- 
dising and insurance session of the 
National Foreign Trade Council conven- 
tion in New York last week a_ policy 
declaration urging the United States 
Government to act positively to protect 
the discriminatory actions by other gov- 
ernments as they occur, and to empha- 
size to those governments the harmful 
effect of the insurance restrictions on 
the negotiations between buyers and 
sellers of goods in world trade. With 
only minor revisions the declaration was 
approved. 

John T. Byrne, chairman of the board 
of Talbot, Bird & Co., of New York 
and spokesman for the American Insti- 
tute of Marine Underwriters on the 
problem of restrictive actions taken by 
foreign governments, introduced the pro- 
posed policy of declaration at the con- 
vention in New York and spoke strongly 
in favor of such a declaration. Saying 
why he feels support should be given 
by foreign traders and others in the 
trade council Mr. Byrne declared: 

Principle of Freedom Sound 

“The principle of freedom of trans- 
port (marine) insurance is sound. The 
principle is that the seller and buyer 
engaged in an international transaction 
should, in connection with the negotia- 
tion of terms of delivery, be free to 
decide who is to purchase the insurance, 
who is to bear the risk of loss, and in 
which market the insurance is to be 
placed,” said Mr. Byrne. “The purchaser 
of insurance coverage should be free to 
obtain his policy in any country that 
offers the rates and conditions most 
satisfactory to him. Deviations from this 
principle interfere with and complicate 
the free flow of world trade, and tend 
to increase the delivered cost of the 
goods. 

“There have been numerous deviations 
from the principle since the war. While 
several instances of government decree 
or regulation have been associated with 
collateral problems, the outstanding item 
being that of foreign exchange control, 
nevertheless we feel that economic na- 
tionalism has been the main factor in 
restricting importers overseas to doing 
business with their domestic insurance 
markets. Certainly today, with converti- 
bility approaching its more normal posi- 
tion in world commerce, it is difficult 
to accept as valid an argument of foreign 
exchange shortage to support restrictive 
discriminatory practices by foreign in- 
surance markets and their governments. 


Strong World Market Needed 


“The American marine insurance mar- 
ket has no quarrel with the formation of 
soundly organized national markets that 
contribute to increasing the world mar- 
ket of marine insurance. By the very 
nature of the magnitude of world trade 
and the technical structure of a valid 
marine insurance market, world traders 
and ship owners need a strong world 
marine insurance market to absorb and 
to adequately spread the risks that are 
to be insured. 

“However, the technical structure of 
a world market to service world com- 
merce required that the structure be free 
of artificial nationalistic barriers. For 
example, consider the plight of the 
broker of a bulk commodity who char- 
ters a ship and intends to market his 
commodity while afloat and moving to- 
ward a range of foreign ports; he is 
fully insured in Country “Y”, but finds 
he is unable to sell in Country “X” 





unless the buyer also insures in the 
national insurance market of Country 

“The negotiations of such transections 
is unnecessarily complicated and more 
costly than it need be, and buyer and 
seller run the risk of unwillingly violat- 
ing a law. Moreover, they are deprived 
of the potential advantages of free and 
open competition among insurers of the 
various markets,” Mr. Byrne said. 

“No, a sound world marine insurance 
market cannot be achieved by a series 
of isolated national markets too many 
of which are based on discriminatory 
regulations and practices. 

Campaign Against Restriction 

“The campaign to combat restrictive 
laws and practices, now in effect in more 
than 15 countries, has been waged con- 
sistently and patiently and on a broad 
front. However, to date the success of 
the campaign thas been limited to ex- 
plaining the nature of the problem and 
to obtaining agreement in principle that 
freedom of marine insurance is desirable. 
The Department of State has so agreed 
and undertakes to include in its future 
negotiations of commercial treaties a 
non-discrimination clause that would 
read: 

“‘Neither party shall impose any 
measure of a discriminatory nature pre- 
venting or hindering the importer or 
exporter of products of either party from 
obtaining marine insurance on such prod- 
ucts in companies of either party. 

“In fact, a clause generally comparable 
to this is to be found in the treaty with 
Japan, dated April 2, 1953 and in a treaty 
signed by Chancellor Adenauer of West 
Germany last October. Moreover, the 
Department of State has recently circu- 
lated to all of its overseas offices in- 
formation on the problem and has urged 
appropriate representatives to make for- 
eign government officials aware of United 
States support of a free world competi- 
tive insurance market and opposition to 
discriminatory, restrictive or monopolis- 
tic measures. 

Action at International Level 

“There has also been agreement in 
principle at the international level. The 
Economic and Social Council of United 
Nations has acted to encourage freedom 
of transport insurance. The Internation- 
al Chamber of Commerce and the Inter- 
national Union of Marine Insurance have 
worked long and hard to make the issues 
clear and to gain the active support of 
the U.N. And at the present time GATT 
(the organization of the General Agree- 
ment on Tariffs and Trade) and the In- 
ternational Monetary Fund have the 
subiect under study. 

“The campaign is now at the stage 
where broad impetus must be given to 
the efforts of government to remove 
discriminatory regulations and laws and 
to avoid new restrictive actions bv 
other governments. Such efforts would 
be consistent with any program to re- 
lieve multilateral trading of unnecessary 
barriers and to expand world trade on a 
basis of international goodwill and in- 
tegrity,” Mr. Byrne stated. 

“Ocean marine underwriters recognize 
the mutual interest of foreign traders 
and the underwriters and brokers in 
seeking complete freedom of the place- 
ment of their insurance requirements bv 
the traders. It is for this reason that the 
insurance underwriters urge all of you 
to associate the campaign we are now 
discussing with your own efforts to ex- 
pand world trade. Marine insurance is a 
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service industry; its emphasis is on as- 
sisting traders to cover their risks under 
the most appropriate terms and at low- 
est costs possible, and to serve claimants 
pli in the unhappy event of 
damage or loss. Marine insurance be- 
comes something other than a_ service 
industry whenever by artificial controls 
its market becomes merely a collector 
of commissions and must depend heavily 
on reinsurance to pass the risks to other 
insurers. 

“It shou'd be pointed out that dis- 
criminatory measures breed retaliatory 
measures and there may come a time 
when, if such restrictions are allowed 
to develop and spread, a merchant will 
be unable to insure in any national mar- 
ket without violating the law of some 
country. 


How U. S. Covt. Can Aid 


“It is important, now that there is 
agreement in principle regarding free- 
dom of marine insurance, to implement 
the agreement with action. One method 
consists of bilateral negotiations between 
the United States and a country having 
discriminatory laws or decrees, and ne- 
gotiations associated with drafting a 
commercial treaty. 

“However, the exigencies of bilateral 
negotiations may tend to subordinz ate or 
let go by default the subject of insur- 
ance which is so important to foreign 
traders in bargaining over more imme- 
diate issues. It may, therefore, be essen- 
tial to work consistently and independ- 
ently on each and every instance of a 
discriminatory insurance decree. 

“Several countries are deeply con- 
cerned by the occurrence of discrimina- 
tion; opposition voiced simultaneously by 
a number of countries may effectively 
restrain an unfortunate discriminatory 
action by some government. If the 
United States refrains from acting on 
the grounds that, in view of other mat- 
ters involved in bilateral relations with 
the country in question, it is not timely 
to discuss the issue, then a considerable 
amount of strength is withheld from the 
group of nations who should protest the 
discriminatory decree,” Mr. Byrne con- 
tinued. 

“There seems to be good reason to 
urge that, whenever practical, our United 
States program to achieve freedom in 
marine insurance should be implemented 
by government as part of multilateral 
campaigns to destroy barriers to freer 
trade and not be limited to bilateral ne- 
gotiation on many topics between the 
United States and any particular coun- 
try; 


Graebe New Skipper of 
N. J. Mariners Club 


The Mariners Club of New Jersey has 
elected the following officers for the 
coming year: 

Skipper, Henry F. Graebe, Boston; 
first mate, Joseph Wallace, Royal-Liver- 
pool Group; purser-yoeman, John J. 
Hulighan, American; executive commit- 
tee—George Helmer, Insurance Co. of 
North America; George Reynolds, 
America Fore Group; Jerome Sullivan, 
National Union Fire; Bert Mahon, Em- 
ployers Fire. 


JOIN INTERBUREAU GROUP 

The following company-group has 
been elected to membership in the Inter- 
bureau Insurance Advisory Group: 
Hawkeye-Security of Iowa and Indus- 
trial of New Jersey. This brings the 
membership of Interbureau to a total of 
35_groups and companies, consisting of 
115 fire and casualty insurance compa- 
nies. 


Honored by Friends at 
Testimonial Dinner 


~ 





OWEN C. TORREY 


Fifty-three close friends and business 
associates of Owen C. Torrey, — 
manager of the Marine Office of Amer- 
ica, met at a testimonial dinner, ace 
ber 16, at the Union League Club in 
New York, to honor Mr. Torrey, who 
relinquishes active duties, December 1. 

Frank A. Christensen, president of 
the America Fore Group, acted as toast- 
master and introduced the insurance 
leaders who paid tribute to Mr. Torrey. 
Mr. Christensen then called on George 
Mead, president of the Glens Falls, who 
on behalf of the MOA executive com- 
mittee presented Mr. Torrey with a sil- 
ver tray bearing the engraved signatures 
of committee members. 

Mr. Torrey is retiring after 42 years 
in insurance, 36 of which have been in 
the service of the Marine Office. 

Among those present were Messrs. Chris- 
tensen and J. V. Herd, America Fore; 
B. a A and H. W. Melville, Ameri- 
can; W. B. Rearden, Firemen’s of New- 
ark; Mr. Mead and R. A. Leeret, Glens 
Falls ; F. E. Sammons and John Rygel, 
Hanover; Percy Chubb of Chubb & Son; 
T. M. Torrey, Insurance Co. of North 
America; J. A. Bogardus and M. F. 
York, Atlantic Mutual; Harold Jack- 
son, William H. McGee & Co.; O. E. 
Barker, Appleton & Cox; Messrs. H. F. 
Eggert, Jobson and Prentiss, Marsh & 
McLellan; Messrs. E. L. Jefferson and 
Salmon, Jr., Johnson & Higgins; Mr. 
Cuddeback, Despard & Co.; Owen C. 
Torrey, Jr. Bigham, Englar, Jones & 
Ree ar Mr. Buckenham, Bowring’s; 
J. T. Byrne, Talbot, Bird & Co.; F. B. 
Zeller, Royal Liverpool; F. B. McBride, 
Home; Admiral Holden and Mr. Bough- 
ton, United States P. & Agency; and 
Messrs. Scarritt and May of Associated 
Aviation Underwriters. 

Present from the Marine Office of 
America were George Inselman, C. P. 
Kremer and the following branch mana- 
gers: Mr. Galbreath, St. Louis; Mr. 
Sullivan, Chicago; Mr. Carew, Seattle, 
and Mr. Sadler, New Orleans. 


DANIELS PHOENIX SPECIAL 

The Phoenix of London Group an- 
nounces appointment of Sam M., Daniels, 
Jr., as special agent in Michigan under 
direction of Elhott K. Irwin, manager, 
at 866 Penobscot Building, Detroit. 
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B. E. Kelley President 
Of Nat’l Buyers Assn. 


ELECTED AT ‘ANNUAL MEETING 





Reveal 30% ae ae Increase in Last 
Year; Nesteautde NIBA Educational 
Program Inaugurated 


The third annual meeting of the Na- 
Insurance Association, 
held at the Palmer House, 
A well attended din- 


tional Buyers 
Inc. was 
Chicago, recently. 
meeting 


President 


ner preceded the business 
which was presided over by 
B. E. Kelley. 

A report to members on the activities 
and of the Association was 
given by Keiley and Peter A. 
Burke, managing director, which re- 
vealed an increase in membership of 
over 30% in the past 12 months. 

Regional vice presidents and chapter 
presidents reported on the progress in 


progress 
President 


their respective districts. These reports 
indicated an all time high interest in 
the Association and also the fact that 


many new chapters are in the process 
of being pee tine 


John S. Bickley, associate professor 
of insurance, Ohio State U niversity gave 
a brief outline of the educator’s view of 


the insurance buyer’s duties. 


Honor J. F. Burke 


\ gift of an umbrella and traveling 
bag was presented to J. F. Burke, who is 
retiring as vice president and manager 


of the Coast Service Co., San Francisco, 
and as first vice president and director 
of NIBA, ad recognition of his devotion 
and untiring efforts in furthering the 
Association’s growth. 

The nominating committee, headed by 
Joe T. Parrett, Carnation Co., Los An- 
geles, report was presented and ap- 
proved, and the following new directors 
were elected for three-year terms: 
George T. Heinrich, Caterpillar Tractor 


Co., Peoria, Ill.; J. C. Cristy, The Up- 
john Co., Kalamazoo, Mich.; Clarence 
M. King, Minnesota Mining & Mfg. Co., 
St. Paul, Minn. Reelected to the board 
were: Ernest L. Clark, J. C. Penney & 
Ca. A Roy L. Jacobus, Ford Motor 


Co., Dearborn, Mich.; T. V. Murphy, 
Maryland Drydock Co., Baltimore, Md.; 
and George E. Robert Gair Co. 

Following the membership meeting, 
the newly elected board of directors held 
a meeting and elected the following 
officers: president—B. E. Kelley, United 
States Plywood Corp., N. Y.; first vice 
president—Frazier S. Wilson, United Air 


Rogers, 


Lines, Inc., Chicago, Ill.; second vice 
pres sident- Joe = Parrett, Carnation Co., 
Los Angeles, alif.; treasurer—H. S. 
Goodwin, eekcsson & Robbins, Inc. 

Regional vice presidents: Merritt C. 
Schwenk, Jr., Fruehauf Trailer Co., De- 
troit, Mich., District +4; W. H. Clem, 
Schlumberger Well Surveving Corp., 
Houston, Texas, District +7. 

A new educational program inaugu- 
rated by President Kelley, whereby 
NIBA, in cooperation with universities 


throughout the country, 
cilities for forums, 


will provide fa- 
seminars and classes 


for members of NIBA, was approved. 
In line with this program, honorary 
memberships have been presented to: 


Laurence J. Ackerman, dean, School of 
sus iness Administration, University of 


Connecticut; John S. Bickley, associate 
professor of insurance, Ohio State Uni- 
versity; Charles Center, professor of 


commerce, University of Wisconsin; I. 
J. Sollenberger, chairman of the depart- 
ment, department of finance, University 
of Oklahoma; R. H. Wherry, head, de- 
partment of Pennsylvania 
State State College, Pa. 


commerce, 
University, 


NCIT Study Reveals 
Heavy Stock Co. Tax 


PLAN PROPOSAL FOR CONGRESS 


Taxed Two and One-Half Times as 
Much Out of Each Premium Dollar 


as Mutuals and Reciprocals 


of the fire and casualty in- 
the results 


A study 
surance industry, covering 
for a 12-year period, has been published 
National Insur- 
This study 


Committee for 
reveals that, 
rates of 


by the 
Taxation. 
differing 
taxation, stock insurance companies had 
to pay taxes amounting to two and one- 
half times as much out of each premium 
dollar as did the mutual and reciprocal 
companies. ; 

The NCIT, comprising stock insurance 
companies, plans to present to the next 
session of Congress its proposal to elim- 
inate the present inequity in the way 
the three types of comp< inies are taxed. 

This proposal would produce for the 
Federal Government approximately the 


ance 


due to methods and 


present amount of tax revenue and 
would apply to all types of fire and 
casualty companies alike. This would 


equalize the percent of net income 

before Federal taxes, which each of the 

classes of insurance companies would be 
(Continued on Page 33) 


S. Bruce Black, Liberty Mutual, Elected 


American Mutual Alliance President 


Asserts That Top Priority Job Facing Entire Ins. Industry Is 
to Deal Effectively With Problems of Covering 
Peacetime Users of Atomic Energy 


S. Bruce Black, Boston, president of 
the Liberty Mutual Insurance Co., was 
elected president for the coming year of 
the American Mutual Alliance at the 
organization’s annual meeting, Novem- 
ber 19. He succeeds Lawrence D. Brill, 
Seattle, president of the Northwestern 
Mutual Fire Association. 

Chosen as vice president was John A. 
Buxton, Owatonna, Minn., chairman of 
the board of directors of the Federated 
Mutual Implement & Hardware Mutual 
Insurance Co. 

The American Mutual 
national association of mutual fire in- 
surance and casualty insurance compa- 
nies, members of which write about half 
of the insurance written by such compa- 
nies in the United States. 


Principal Officers Elected 


At other association meetings held in 
conjunction with that of the American 
Mutual Alliance, the following principal 
officers were elected: 

Federation of Mutual Fire Insurance 
Companies—president, Gary H. Kamper, 
Milwaukee, president of the eee M: u- 
tual Insurance Co.; vice president, O. 
Ringquist, Boston, vice bbc ‘of the 
Liberty Mutual Fire Insurance Co. 

National Association of Automotive 
Mutual Insurance Companies—president, 


Alliance is the 
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Harry D. Durham, Cedar Rapids, Iowa, 
president of the Towa National Mutual 
Insurance Co.; vice president, John R. 
Kitch, C hicago, president of the Security 
Mutual Casualty Co. 

National Association of Mutual Casu- 
alty Companies—president, Carl N. 
Jacobs, Stevens Point, Wisc., president 
of the Hardware Mutual Casualty Co.; 
vice president, John L. Train, Utica, 
N. Y., president of the Utica Mutual In- 
surance Co. 

Renamed as treasurer of all four or- 
ganizations was H. G. Kemper, Chicago, 
president of the Lumbermens Mutual 
Casualty Co. Reappointed as secretary 
of all four organizations was H. F 
Swanson, Chicago, and renamed as gen- 
eral manager of the four organizations 
was Newell R. Johnson, Chicago. 


Must Protect Peacetime Users of 
Atomic Energy 


In assuming the office of president of 
the American Mutual Alliance, S. Bruce 
Black asserted that probably the top 
priority job facing the entire U. S. in- 
surance business at present is that of 


preparing to deal effectively with the 
insurance protection which will be re- 
quired to handle peacetime uses of 


atomic energy. He pointed out that a 
great many industrial organizations will 
be concerned in one way or another with 
such activity, and that the risks involved 
not only will be tremendous as to finen 
cial magnitude but that they are as yet 
imperfectly understood. 

Mr. Black said that within a short 
time it is imperative that all elements 
in the insurance business cooperate to 
set up a system for dealing with insur- 
ance of atomic risks that will make 
large aggregate funds available, so that 
it will not become necessary to call upon 
the Federal Government for too much 
assistance in meeting the demands of 
the insurance market in this field. 


He stressed that losses can be very 
large under various types of insurance 
policies—such as workmen’s compensa- 


tion, public liability, products liability, 
accident and health, fire and the related 
coverages, and whatever type of insur- 
ance will be required to cover the physi- 
cal value of the reactors themselves. He 
felt that in some of these fields, such as 
workmen’s compensation, the problem of 
furnishing sufficent coverage may not 
be too great a strain on the capacity of 
existing insurance facilities. In other 
fields, such as that of public liability 
where the population of a whole city 
may be affected by fall-outs of atomic 
material, the problem of providing finan- 
cial resources to meet potential liability 
might be more serious. 


Knowlton on State Regulation 


One of the principal speakers at the 
American Mutual Alliance meeting was 
Donald Knowlton, New Hampshire Com- 
missioner of Insurance and president of 
the National Association of Insurance 
Commissioners. He said that his own 
philosophy always has been that state 
regulation of the insurance business 
should not be over-stringent, in that 
undue demands should not be made 
upon insurance companies for informa- 
tion which is of little practical value to 
regulatory authorities, and in that regu- 
latory authorities should be careful not 
to attempt to substitute their own judg- 
ment for the judgment of company man- 
agement in certain areas. But his pres- 
ent opinion is that insurance regulation 
by the states probably is going to have 
to become stricter if Federal regulation 
of the business is to be avoided. 

He discussed at length the two recent 
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cases of the efforts of insurance organi- 
zations owned or controlled by foreign 
governments to secure licenses in the 
United States. These are the Saskatche- 
wan Guarantee and Fidelity Co., Inc., of 
Regina, Saskatchewan, Canada, which is 
controlled indirectly by the Government 
of that province, and the Caisse Centrale 
de Reassurance, which is held to be an 
agency of the French Government. The 
former has been licensed for some 
months in Montana and currently is 
seeking admission to North Dakota, and 
the latter is seeking a Florida license as 
a reinsurer. Commissioner Knowlton 
expressed concern over both develop- 
ments. 

He commented briefly upon the inves- 
tigations of accident and health insur- 
ance currently being conducted by agen- 
cies of the Federal Government, noted 
that the cooperation of NAIC had been 
offered but not accepted to any consid- 
erable extent, and said that he was not 
in agreement with the action of the 
Federal Trade Commission in giving 
wide publicity recently to charges 
against 17 insurance organizations. 

Optimistic View of Economy 

An optimistic view of the future of 
the U. S. economy was given by Dr. 
Marcus Nadler, New York City, pro- 
fessor of banking and finance at New 
York University. He contended that— 
while every major war of the past has 
been followed by inflation and then de- 
pression—this country now has come 
successfully out of the slight deflation of 
recent months, and that the final months 
of 1954 are showing a decided upturn. 
He said he believes there may be de- 
veloping a long period of peace and 
prosperity similar to that of the last 
century. 

A preview of the nation’s traffic situa- 
tion during the next 20 years, as devel- 
oped recently at a conference of experts 
assembled by one of the member com- 
panies of the American Mutual Alliance, 
was offered by Richard O. Bennett, Chi- 
cago, director of traffic safety of the 
National Association of Automotive Mu- 
tual Insurance Companies. 


Other Speakers Participating 


Other speakers who appeared upon 
the American Mutual Alliance program 
were: Dr. Howard P. House, Los An- 
geles, chairman of the subcommittee on 
noise in industry of the American Acad- 
emy of Ophthalmology and Otolaryn- 
gology, who spoke on the _ industrial 
noise problem; E. J. Raabe, Van Wert, 
Ohio, assistant secretary of the Centrai 
Mutual Insurance Co., whose subject 
was the comprehensive dwelling policy 
vs. the homeowners’ policy; Garfield W. 
Brown, Chicago, of counsel for the 
American Mutual Alliance, who discussed 
the recent holding of the Texas Supreme 
Court affirming that non-assessable in- 
surance policies cannot be assessed; 
M. Bell, Stevens Point. Wis., general 
training director of the Hardware Mu- 
tuals, who spoke on education for an 
insurance career. 

Also Earle N. Lashmet, Boston, vice 
president Liberty Mutual Insurance Co., 
whose subject was insurance public re- 
lations on the industry level; J. E. Hell- 
gren, Chicago, third vice president Lum- 
bermens Mutual Casualty Co., who dis- 
cussed trends in accident and health in- 
surance; John J. Wicker, Jr., Richmond, 
Va., who spoke on Federal income taxa- 
tion of insurance companies; and Paul 
S. Wise, Chicago, of counsel for the 
American Mutual Alliance, who analyzed 
financial responsibility vs. unsatisfied 
judgment reimbursement in the automo- 
bile liability insurance field. 


New York Buyers to Hold 
Comp. Law Workshop Dec. 


The New York Chapter of the Na- 
tional Association of Insurance Buyers 
will hold a special meeting December 1 
for member companies only. This meet- 
ing will give members full and complete 
information about the new workmen's 
compensation policy which became ef- 
fective October 1. 


NCIT Study Reveals 


(Continued from Page 32) 


required to pay as Federal income tax. 

The findings of the NCIT show that 
over the 12-year period studied, the 
stock companies actually paid Federal 
income taxes equal to 33% of their net 
income before Federal taxes, whereas 
the mutuals paid only 20%, and the 
reciprocals paid 3% 

The method of taxation proposed by 
the NCIT consists of (a) one percent 
tax on net premiums written, less all 
dividends to policyholders, and (b) regu- 
lar corporate rates applied to taxable 
investment income. Exclusions for small 
companies would be continued. The 
NCIT is seeking the support of the in- 
dustry for this proposal. 

The NCIT has prepared a_ booklet, 
“Your Part in Fair Share Taxation,” 
which explains the study and the tax 
proposal. Copies of the booklet and the 
study are available upon request 

NCIT member companies are Transit Casu- 
alty, Allstate, Freeport Motor Casualty, Ameri- 
can States, Buckeye Union, Wolverine, Anchor 
Casualty, Pacific Employers, Illinois National 
Casualty, Utilities, Hawkeye-Security, Hoosier 
Casualty, United Pacific, American Druggists, 
Ohio Casualty, Michigan Surety, and Bituminous 
Casualty. 


The star salesman supplies it. He knows 
his product and his service and he is 
skillful in imparting that knowledge to 
others. 


came on Selling 


(Continued from Page 23) 


our means of communication are all the 


product of these two wonderworkers— Star Salesman Good Listener 


sales and service. A salesman can have “The star salesman is a gouod listener 
the most attractive product in the world —he gets ‘tuned in’ early—he pays 
and the most appealing sales presenta-_ strict attention to his prospects —he 


tion imaginable, but unless he tells this takes great pains to see the customer’s 
story regularly to a sufficient number of side—in short 

prospective buyers his results are bound “Do you get a glow of satisfaction 
to be something less than satisfactory. when you call your appliance dealer and 

“We can readily discover one of the a pleasant, intelligent person on the 

great competitive weaknesses which be- other end solves your problem and in a 
set the average insurance agency. Many short time the service you need is at 
agencies have grown so big and the hand? If so, that’s the kind of a ‘shop’ 
business is so full of detail that they you must run. Do you get <a kick out of 
are unable to expose their clients and the meter-reader who pauses to ask how 
prospects to their pe rsonal salesmanship. your soldier son is doing over in Japan? 
The competition is well aware of this If so, that type of thing is called for in 
and therefore employ solicitors by the your contacts with your customers and 
thousands who exploit this weakness. prospects,” declared Mr. Ellis. 
The competition is exposing itself to “Do you respond favorably to the 
sales with phenomenal results. | am_ clothing salesman who is ¢ aretul to see 
just as confident as I can be that good that you get the kind of a suit you 
insurance backed by a good agency can want and that it fits perfectly? If so, 
be sold successfully if it is sold in a_ that’s the way to operate as a salesman 
fdce-to-face interview. of insurance. 

“Every successful salesman is also a “Great armies of salesmen of everv 
good teacher. Most people crave en- product imaginable make thousands of 
lightenment, instruction and knowledge. — effective sales presentations without ever 
has found that most prospects expect to issuing the invitation to buy. Everyone 
be invited—are a little disappointed if likes to get an invitation and the star 
they aren't.” salesman never fails in this regard. He 





“Now we offer CHENtS 2% Jery ost cet, 
complete protection” 
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I want to know more about Prudential’s LIFE DEPARTMENT PLAN and how it will make LIFE sales 


of S. Odell & Son, 
Philadelphia, Pa., as 
Prudential Brokerage Manager 
Harry Brown (right) looks on 


Through Prudential’s 

Life Department Plan we’ve been 
building our clientele and 

increasing our income each year. 

It enables us to supply our 

clients with a complete insurance 
service. And the Prudential man helps 
us provide just the right kind 

of life insurance protection for our 
clients. He’s right there with us 

when needed. Incidentally, even with 
all this help from Prudential, 

we still get the full commissions 


on each sale! 
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Zucker Asks Four-Point Program of 
Amendments to Strengthen Comp. Law 


York State 
Workmen’s Compensation Law and re- 


To strengthen the New 
duce the high cost of its administration 
and operation, a four- point program of 
proposed amendments for action by the 
1955 Legislature was outlined November 
18 by Dr. William Zucker, director of 
studies of the Commerce & Industry 
Association of New York, Inc. at a 
meeting of the New York Chapter of 
the National Insurance Buyers Associa- 
tion, Inc., in the Hotel Martinique. 

Discussing “Problems in Workmen’s 
Compensation,” Dr. Zucker cited ex- 
cessive numbers of hearings, drawn-out 
medical treatment and broadening of the 
law to cover degenerative diseases as 
having been among the prime reasons 
for high costs. Changes in hearing pro- 
cedure last April 1, as recommended by 
the Moreland Act Commissioner investi- 
gating workmen’s compensation. he 
noted, already are largely responsible for 
a current reduction of approximately 
$42,000,000 in compensation insurance 
premiums. 


Four Basic Amendments 


The four basic amendments to the law 
for which he enlisted support are: 

1) Adoption of a program of early re- 
ferral for prompt rehabilitation services, 
using voluntary non-profit hospitals; 2) 
inclusion in the law of a definition of 
“accident”; 3) inclusion of a definition 
of “occupational disease”; 4) strength- 
ening of the statute of limitations. 

“In a system in which the 
award is emphasized rather 
return to gainful employment, 


damage 
than the 
and where 


there is greater emphasis upon compar- 
ing workmen’ Ss compensation benefits 
sai jury awards in liability cases,” Dr. 


Zucker pointed out, “the claimant comes 
to feel that his security is enhanced for 
himself and his family by favoring his 
disability and continuing to collect bene- 
fits. 

“In New York 


State alone. if those 


who suffered temporary disabilities of 
sumcient severity to receive compensa- 
tion awards had their lost time cut by 


10% through improved medical and re- 
habilitation services, thev would have 
received an extra $2,000,000 in income. 
In that 10% lost time period they would 
have earned $4,000,000 in wages instead 
of $2,000,000 in benefits. Consider the 
extra income throughout the country in 
those cases alone.” f 


Program of Early Referral 


Toward the end of furthering the 
rapid return of the worker through cor- 
rect and early diagnosis and determina- 
tion of rehabilitation needs, the Com- 
merce & Industry Association, Dr. 
Zucker, said, has developed a program 
of e: arly referral and strongly favors its 
adoption as part of the W orkmen’s Com- 
pensation Law here. Although designed 
to operate in New York State, where 
there is free choice of physician, it can 


be fashioned to fit the needs of other 
states. 
The program, he stated, provides that 


if an industrial injury results in a dis- 
ability preventing a claimant’s return to 
employment for 60 days, the attending 
physician would refer the claimant for 
clinical diagnosis and rehabilitation eval- 
uation in a voluntary non- profit hospital 
or medical center. Diagnosis and prog- 
nosis by a team of specialists would 
be sent to the attending physician. the 
workmen’s compensation agency, and the 
carrier or employer. The ‘claimant 
woul? be referred back to his attending 
physician for treatment and care: the 
emplover or carrier would be required 
to bear the cost of the examination and 
anv subsequent treatment and _ rehabili- 
tation set forth in the specialist panel’s 
report 

“As to the 
posed 
said, “it 


second point of the 
legislative 
only 


pro- 
program,” Dr. Zucker 


seems logical that a law, 


having its basic concept on accident, 
would define the meaning of that term 
within the confines of the statute. It 
would seem to be the only way to over- 
come the trend towards widespread lib- 


eralty which has become evident in 
referee and court decisions in recent 
years. And the meaning of ‘occupational 


disease’ must be clarified and specifically 
defined in order to bring awards under 
this section back within the original con- 
cept of the law.” 


Strengthen Statute of Limitations 


As to the statute of limitations, he de- 
clared it must be strengthened “to put 
teeth” in the two-year statutory claim 
filing period. “Loose interpretation of 
this section in recent years,” he asserted, 
“has resulted in claims becoming acti- 
vated and being processed long after the 
two-year period had expired.” 

Referring to the law’s broadening to 
bring within the compensable aspect of 
workmen’s compensation illnesses and 
sicknesses which are in fact degenera- 
tive diseases, among them heart and 
loss of hearing cases, he pointed out that 
the medical profession frankly admits 
least knowledge about and division of 
opinion on these types of cases, which 
thus become most controversial. Observ- 
ing that “the workmen’s compensation 
program was never intended to cover the 
risks of living in addition to the haz- 
ards of working,” Dr. Zucker concluded: 

“Workmen’s compensation, which ar- 
rived on the American economic scene 
as an insured wage replacement pro- 
gram, had its scone widened to become 
the bastion of an emnlove security pro- 
eram in the absence of anv other means. 
Since the inauguration of workmen’s 


(Continued on Page 38) 


Insurance Institute of 


Canada Has First Meeting 
The first meeting of the governing 
council of the Insurance Institute of 
Canada for the 1954-55 year was recently 
held in Toronto, under the chairmanship 
of the President, Mr. J. Richardson 
(London & Lancashire Insurance Co. 
Ltd.), Montreal. There was a full repre- 
sentation of the governing council whose 
members from all the 
institutes country-wide, the meeting ex- 
a period of two days and 


are drawn local 


tending over 
covering all phases of the activities of 
the Dominion Institute. 

The emphasis was, of course, on edu- 
cation, which is the “raison d’etre” of 
the Institute, but many important mat- 
ters came under review for discussions 
and decision, not only on education but 
as regards finances, office space, grants 
to local institutes and the correspond- 
ence courses of the Institute. 

Information has been received that 
ie general manager of a company group 

donating a badge of office to the In- 
stitute, this A i to be passed on by 
each president as he retires, to his suc- 
cessor. Arrangements are to be made 
for a dinner in Montreal to acknowledge 
the occasion, to be held most likely next 
March at a time which will permit the 
presence of the manager. This will be an 
important event in insurance affairs. 

The result of the essay competition 
for the J. H. Lea prize was also an- 
nounced, the winner being Mr. T. D. 
Rutherford of the Sun Insurance Co., 
Toronto. This competition, which carries 
a prize of $100, is sponsored by Mr. 
J. H. Lea of Chicago for the best essay 
on the theory and practice of reinsur 
ance. 

An attractive and suitable background 
was provided for the meeting through 
the Western Assurance Co. extending 
the facilities of their library. 
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Smith Asks Extension 
Of Responsibility Law 


TO INCLUDE NON-RESIDENTS 


Lumbermens Mutual General Counsel 
Sees Unsatisfied Judgment Fund as 
Road to Compulsory Insurance 


In a Hutchinson, Kans., address, 
Chase M. Smith warned of increasing 
agitation for compulsory automobile in- 
surance, criticized the unsatisfied judg- 
ment fund as a “temporary alternative 
that leads quickly to compulsory insur- 
ance,” and urged that serious study be 
given to the new approach to the prob- 


lem which is to extend safety or finan 
cial responsibility legislation. 
Mr. Smith, general counsel for Lum- 


and affili- 
insurance 

Asso 
Agents 


bermens Mutual Casualty Co. 
ated companies in the Kemper 
Group, spoke before the Kansas 
ciation of Mutual Insurance 
meeting held in Hutchinson. 

“The new suggestion is for a simple 
amendment to the financial or safety 
responsibility law requiring that no one, 
resident or non-resident, shall operate a 
motor vehicle in the state unless he has 
provided for his financial responsibility 
by deposit or by an insurance policy,” 
he said. “This idea merits the closest 
study. 

Encompasses Non-Residents 

“It brings in the non-resident motor- 
ist, avoids the many pieces of paper re- 
quired in filing proof of financial respon- 
sibility with the state bureau and says 
nothing about rates but leaves the regu- 
lation of rates with the Insurance Com- 


missioner where it is now. This new 
approach allows cancellation of insur- 
ance either by the insured or the in- 
surance company whenever either wishes 


to cancel, and confronts the motorist 
with a penalty statute to which he is 
expected to conform because of the same 
fear of penalty that applies to other 
civil or criminal laws. 

“This idea manifestly avoids many of 
the objectionable features of compulsory 
insurance and it may increase the per- 
centage of insured motorists to a com- 
parable point without involving expen- 
sive paper work and red tape. 

Referring to the unsatisfied judgment 
fund idea, Mr. Smith asserted that the 
establishment of a state fund for un- 
satisfied judgments and the necessity for 
the insured motorist to assume the cost 
of the obligations of the uninsured mo- 
torist has vicious and dangerous effects. 

“When the insured motorist discovers 
the effects of such a law, he is certain to 
say, ‘Why should I stand this expense,’ 
so his next step is to demand that the 
irresponsibles get off the road or buy 
their own insurance,” he stated. 

“So in my view, when you talk about 


an unsatisfied judgment plan, you are 
not talking about alternatives but are 
adopting a temporary alternative that 


leads quickly to compulsory insurance. 
The proposition is full of inequities and 
dangers.” 

Voluntary coverage against unsatisfied 
judgments also has pitfalls that could 
lead to a demand for compulsory insur- 
ance, he continued. 

“It may be seen that where the per- 
centage of insured automobiles is low, 
the cost of this coverage will be pro- 
hibitive. Always, the easy answer will 
be, ‘Why should I buy insurance against 
losses suffered at the hands of an un- 
insured motorist? Is it not better sim- 
ply to pass a law requiring other motor- 
ists to insure?’ If an insurance company 
can’t give away the coverage—and ob- 
peck. one can’t afford to do it, the 
effect would seem to lead to a demand 
that insurance be compulsory.” 

Compulsory vs. Voluntary 

Mr. Smith contrasted the disadyan- 
tages of compulsory insurance with the 
advantages of voluntary coverages. Com- 
pulsory insurance invites state insurance 
which is un-American. Rates are’ made 
by the state and may become a’ political 
football. The state bureaus are likely 
to require a single license registratien 
date with concurrent proof of insurance, 

(Continued on Page 38) 
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Confidential Ins. Data 
Asked of Car Owners 


AUTO PLATES ON SALE DEC. 1 





Ask for Minimum Liability Coverage 
Information; Name of Insurance 
Co. If Insured 





General sale of 1955 motor vehicle 
registration plates in New York State 
will open Wednesday, December 1, with 
new variations on an old theme. 

Motor Vehicle Commissioner James 
R. Macduff called special attention to: 
1—motor vehicle owners are required to 
fill out and file a confidential insurance 
information form; 2—motorists who 
want “special number plates” will pay 
an extra $5 service charge; 3—there is 
a new expiration date—January 17—for 
commercial, trailer, suburban and farm 
registrations; 4—all vehicle owners will 
get a new information leaflet advising 
them of next year’s periodic inspection 
requirements. 

While the 1955 plate sale opens De- 
cember 1, new plates may not be dis- 
played until January 1. There will be 
one new plate—black on orange—for 
each vehicle. 

The insurance information form must 
be filed with the 1955 registration ap- 
plication under terms of a new law, 
Commissioner Macduff explained. 

The applicant is required to answer 
two questions: 1—Whether his vehicle 
is covered by liability insurance of at 
least ten-twenty-and-five ($10,000/$20,000 
for bodily injury and $5,000 for prop- 
erty damage); 2—The name of the in- 
surance company, if insured. 


Information To Be Confidential 





The information on the insurance 
questionnaire will be treated as con- 
fidential but will be used to compile 
accurate statistics on the extent of lia- 
bility insurance coverage in New York, 
Mr. Macduff said. 

The form is simple and will present 
no difficulty, he said. He recommended, 
however, that car owners may wish to 
“refresh your memory as to the name of 
the insurance company with which you 
are insured.” 

The extra $5 jee, required by new law, 
will apply only to certain “special num- 
ber plates” issued by the Albany cen- 
tral office of the Bureau of Motor Vehi- 
cles. Special application forms are pro- 
vided for these plates. 

The current 1954 passenger vehicle 
and motorcycle registrations will be valid 
until next January 31. But, for the first 
time, commercial, trailer, suburban and 
farm registrations expire earlier. The 
1954 registrations of these types will ex- 
pire next January 17, under a new law, 
enacted so as to help stagger registra- 
tion renewals. 

As in former years, dealer and trans- 
porter plates expire January 10 and 
omnibus (bus and taxi) registrations ex- 
pire December 31. 

Effective on 1955 registrations, house 
and coach trailer registrations will cost 
80 cents per 100 pounds of unladen 
weight. The rate formerly was $2.50 per 
500 pounds of gross weight. 

All issuing offices of the Bureau will 
distribute a new periodic inspection leaf- 
let with 1955 plates. The leaflet informs 
car owners concerning the new vehicle 
inspection law operative next year. 


Investment Co. Must Hold 
Off on Stock Selling 


The Pioneer Investment Co. of Chi- 
cago has been ordered by the Minnesota 
state securities commission to stop sell- 
ing shares of stock of the Pioneer Auto 
Insurance Co,, Inc., and of the Security 
Life & Accident until it takes out a li- 
cense or until the securities are regis- 
tered. 

The order states that the company is 
not licensed to sell securities in Minne- 
sota either as a broker or dealer and 
the securities offered are not regis- 
tered, 





R.H. Nicholls New Chairman 


Robert H. Nicholls, secretary of the 
Fidelity & Casualty Co. of N. Y., has 
accepted the chairmanship of the casu- 
alty insurance committee of the New 
York Arthritis & Rheumatism Founda- 
tion’s $500,000 development fund drive 
for 1954-55. 

In announcing the acceptance, William 
M. Holmes, campaign chairman, said Mr. 
Nicholls would direct the casualty insur- 
ance division, of the finance and insur- 
ance section, which has a goal of $60,000. 
The four-month drive opened Octo- 
ber 26. 


Raulston Special Agent 

Fireman’s Fund Insurance Group has 
appointed James B. Raulston as special 
agent for its Northwest Texas territory. 
Allen F. Sulilvan has been appointed 
special agent for casualty, surety and 
automobile lines in Rhode Island and 
Southeastern Massachusetts. 

Mr. Raulston will be associated with 
Special Agent Seaton A. Jackson and 
will make his ‘headquarters in the Texas 
division office of Fireman’s Fund in 
Dallas. Mr. Sullivan will operate under 
the direct supervision of Miles J. Leavitt, 


Revised M.& C., O.L.&T. 
Liab. Approved in Indiana 


The Indiana Insurance Department 
has approved a filing of the Mutual 
Insurance Rating Bureau involving bod- 
ily injury liability rates for M.&C. and 
O.L.&T. liability area and frontage 
classifications. The new rates apply to 
all policies written on or after Novem- 
ber 24, and may be applied to policies 
written to become effective between Oc- 
tober 1 and November 24 





indemnity manager for Fireman's Fund 
in its Boston branch office 
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No business, regardless of size, is immune 


But you can protect your business right 


now with a bond covering all employees! 
NOW is the best time — while you’re 
planning next year’s budget. The cost of a 


bond is a small item — but it may prove 


to be the most important one in your budget! 


Speak to our agent today. If you’re not 


sure of his name — we'll supply it promptly. 


EMPLOYERS ONLY! this 


important new booklet has been 


written for your exclusive use. 
Prepared by the American 
Institute of Accountants (the 
Natl. Assoc. of CPAs) and 

the Surety Association, it gives 
you practical suggestions to 


help reduce the opportunities for 


employee dishonesty. Write on 
your letterhead for this free 


booklet. Address Department A. 


AMERICAN 


100 Broadway ¢ New York 5, N. Y. 


CASUALTY * 
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No business, regardless of size, is immune 











from this danger. 






...and to help our agents sell 
Employee Bonds, American Surety 
is running a timely advertisement 
in business magazines ... reprinted 


immediately to the left. 


and herve sd more 





“Mailroad to Profits”—letter-size 
sales bulletin is mailed to them 
monthly. Each issue highlights a 
particular line; offers practical ideas 
to help them sell. 

“Mailroad” is typical of the 
valuable help American Surety 
agents get from their Company. If 
you'd like to know more about the 
advantages of representing this 
company write to the address below: 


AMERICAN SURETY 


COMPANY Agency & Production Department 
100 Broadway, New York 5, N. Y. 
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Kirkpatrick Sees Reinsurance Plan 
As Distraction Rather Than An Aid 


insurance 


A: ds 


department, 


Kirkpatrick, manager, 
Chamber of 


that no 


United States 


Commerce, in taking a stand 


reinsurance cx 
abundant 
for 


Federal health 


that “th 


need for 


declares ere is 


ists, 
and underwriting capacity 


the insuring of all persons who are will- 


capital 
insurance, are able to 
able to the 
every form 


ing to buy health 


pay for it, and are meet 
tests which 
must app ply to applicants 

Addressing the Indus- 
America, Inc., at 
Mr. Kirkpat- 
all clear just 
could 


underwriting 
of insurance 
for- covera e.’ 
trial Foundation of 
voreiaten November 18, 
rick said that “it is not at 
how it (Government reinsurance) 
serve any useful purpose. 
“Reinsurance only one function,” 
he said. “That is to provide additional 
capital which to obtain a broader 





1 
nas 


over 








spread of risk. Reinsurance does not 
reduce the cost of the protection in any 
way. It does not enable, or induce, peo- 
ple to buy insurance who do not have 
the money or are unwilling to pay the 
premium It does not affect the simple 
principles upon which the rules of insur- 
ance underwriting, or the selection of 
risks, are based. It does not change the 
nature of the transaction one iota. 
Plan Might Distract Insurers 
“Tt is difficult to understand,” said 
Mr. Kirkpatrick, “therefore, how any 
plan of Government reinsurance, if it 
really were reinsurance and not a sub- 
sidvy plan, could have any appreciable 
good effect upon the continued rapid 
expansion of health insurance coverage. 
It mi on the other hand, distract the 





insurers from their work of extending 
more and better coverages to millions of 
new buyers each year.” He continued: 

“The policies issued by insurance com- 
panies provide for the payment of cash 
benefits to the insured persons in 
amounts and under conditions specified 
in the master group insurance contract. 
According to studies made by the Life 
seis Association of America and 





promulgated by Health Insurance 
Council, some 75,000 persons were 
insured for hospi coverage under this 
tvpe of plan at the end of 1953. A total 
of 34,039,000 were faered for surgical 
benefits; 13,787,000 for medical care 


benefits; and 18,743,000 for wa loss 


benefits. 
“The distinctive feature of 
operative type of plan is that it 
tains a group-practice clinic 
members and subscribers 
service in the form of 
nations, diagnosis and medical trea 
“Their aim,” he explained, “is to keen 
people well and out of hospitals as well 
compensate them for part of the 
acute illness. The clinics may 
be owned by group of weep or by 
the member rs, or by a single employer or 
other interest 

“Cooperatives may 
nity plans as well as direct service nlans 
but in that case the attempt is made to 
so write their contracts and make their 
agreements with phvsicians that the 
whole doctor’s bill will be paid through 
the insurance contract.” 

Tn explaninine the Blue Cross - Blue 
Shield nlans, Mr. Kirkpatrick nointed 
out that at the end of 1953. 46,140.816 
persons were insured in Blue Cross 





co- 
main- 
where the 
receive direct 
periodic exami- 

I tment. 





as to 


cost of 


offer cash indem- 


nlans. During 1953 thev paid more than 
$673,838,862 to hosnitals for the care 
of more than 5,952,165 members. At 





the end of 1953, he said, Blue Shield 
plans had more than 28,000,000 persons 
insured and during 1953 received more 
than $312,000,000 from their subscribers. 
Ideal Health Program 

The speaker went on to consider the 
dubious question of just what an ideal 
health insurance program would be. He 
said it is rather difficult to answer cate- 


gorically what the ideal plan would be 
for any one type of employer, large, 
small or medium. “Nowadays so much 


depends on a group’s location, the em- 
ployer’s ability to finance, or help 
finance, a program, and the specifica- 
tions for welfare plans arrived at under 
union-agreement negotiations,” he ex- 
plained. 


“Within the limits of these considera- 


tions,” he continued, “an ideal health 
insurance program for any company 
should make provision for all contin- 


gencies—loss of income because of non- 
occupational accident or sickness, costs 
of hospitalization and necessary surgery, 
doctor’s visits, and the impact of ex- 
penses resulting from the more serious 
and protracted diseases or major acci- 
dents. 

“In some cases it is conceivable that 
the last item, covered by major expense 
insurance might have to be sacrificed, 
not only because of its cost but also 
because it is frequently limited to em- 
ployes in the upper income brackets. 
The number of these in the smaller com- 
panies would probably be below the 
minimum required for the writing of a 
group insurance program. The base pro- 
gram of hospital, surgical and medical 
benefits can be provided through any 
one of the several types of insurers pre- 


viously mentioned,” he said. 
‘The problem of income lost during 
absence from work should be met 


through the provision of weekly accident 
and sickness benefits. The amount of 
weekly benefit might be not less than 
two-thirds of earnings with a minimum 
of $10 weekly and a maximum of $60. 
In smaller companies where 25 to 50 
persons are insured the maximum might 


well be limited to $40 weekly. A plan 
with a 26-week limit and a_ waiting 
period of seven days for both accidents 
and ikaens is generally considered 
standard for this form of coverage. 
“Where hospital expense insurance is 
written on a cash benefit basis,” said 
Mr. Kirkpatrick, “the maximum amount 


of daily room and board benefit should 
be in satisfactory relationship to —_ 
made by hospitals in the area in which 
the employes are located. It othe range 


from a low $5 to $15 daily. 

‘The maximum benefit period can be 
31. 70, 120 or 180 davs, except in cases 
where fewer than 50 persons are in- 


sured. In these cases a maximum of 70 
days is considered preferable.” 


Major Medical Expense Experimentation 


Going on to a consideration of major 
medical expense insurance, Mr. Kirkpat- 
rick declared that the inherent nature 
of this catastrophic form of insurance 
makes it impossible to rely on usual un- 
derwriting principles and controls. He 
went on: “The insurers must consider 
this type of coverage as experimental, 
requiring careful underwriting attention. 
The number of companies which are 
working in this field is increasing and 
they are accumulating valuable experi- 
ence. 


“As originally issuéd,” he said, “major 


EXCESS MEDICAL BENEFITS 


Union Mutual Life’s New Plan Picks Up 
Where Blue Cross and Blue Shield 
Leave Off 

Union Mutual Life Insurance Co. re- 
cently issued an “Excess Medical Benefit 
Plan,” which picks up where the Blue 
Cross and Blue Shield leave off. It does 
not duplicate either plan, but instead 
supplements them. 

This plan is being made available to 
Blue Cross and Blue Shield groups in 


Maine. It costs 50 cents a month for one 
person, $1 for two, and $1.50 for an 
enrolled family of three or more. 


Generally and within specific limits for 
each benefit, it pays 75% of medical ex- 
penses above and beyond Blue Cross and 
Blue Shield benefits. But before excess 
benefits are payable, the person or de- 
pendent must incur expenses in excess 
of the total allowable Blue Cross-Blue 
Shield benefits, or $500. 

Whichever of these two figures is 
greater is deducted from the total med- 
cal expenses for the particular illness 
and the insured pays only 25% of the 
difference, instead of 100% 

The maximum amount the policv will 
pav for each illness, however, is $1,000 in 
addition to the regular benefits of the 
insured. If the patient is over 65, the 
excess policy pays only 50% instead of 
75%. All claims under the excess policy 
are paid by Union Mutual. 





medical expense insurance was designed 
to supplement a basic plan for hospital, 
surgical and medical expense benefits. 
The area of experimentation has been 
broadened, however, so that either a 
hospital or a surgical expense plan, or 


a combination of them, may now be 
supplemented. 
“Two additional types of plans have 


also been devised by the insurance com- 
panies, (1) major medical expense with- 
out a basic plan, and (2) major medical 
expense in supplement to Blue Cross and 
Blue Shield plans.” 

The speaker took time to explain that, 
the major medical program which is 
being most widely offered to, and ac- 
cepted by, employers today is called the 
comprehensive plan, which provides 
benefits for both in and out of hospital 
non-occupational disabilities. Benefits 


for any one disability commence when 
the aggregate of covered charges (for 
one cause or during a limited period) 


exceeds the deductible amount adopted 
in the plan, he said. 

“Once reimbursement 
has commenced,” he said, 
continue for the same cause, without 
reapplication of the deductible amount, 
for a maximum period (perhaps two 
years) so long as the period between 
any two successive charges is not ex- 
cessive (for example, three months). If 
the period between successive charges 
exceeds the stated maximum, or if the 
charges for the same cause continue for 
more than the given period, further re- 
imbursement is subject to a reapplication 
of the deductible amount.” 

He continued: “Under some plans each 
insured member of the family and each 
cause, or related cause, of non-occupa- 
tional disability is treated separately in 
determining the deductible amount and 
in applying the stipulated maximum 
provided in the plan. In other plans a 


under the plan 
“benefits will 


deductible may be applicable on a cal- 
endar year basis regardless of cause 
of disability and the maximum may ap- 


ply during an employe’s lifetime regard- 
less of cause of disability. 
“ 50% 
Reimbursement is payable for 75% of 
the covered charges in excess of the 
deductible amount for any one non- 
occupational disability. 


Applied in Either of Two Ways 


“The deductible amount may be ap- 
plied in either of two ways,” said Mr. 
Kirkpatrick. “It may be a fixed sum, 
such as $100 which the insured must 
bear after the base plan benefits are 
paid and before major medical expense 
benefits become payable. This is called 
the ‘corridor’ deductible. and often used 

(Continued on Page 37) 
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SENDING MATERIAL TO SCHOOLS 


Educators Mutual Has Medical Poster 
Series; Dramatizing History of Edu- 
cation; Stressing Better Schools 

Educators Mutual of Lancaster, Pa., 
has stepped up its educational mailings 
of material for use in school classrooms 
and has met with a good reception in so 
doing, according to J. Laurence Strickler, 
president of the company. 

In its latest series of monthly teacher 
aids, foxglove, ether and a contaminated 
bacterial plate figure prominently. Vivid- 
ly illustrated, these medical posters de- 
scribe the historical backgrounds of sci- 
entific medical developments and arouses 
youthful curiosity. Foxglove, for exam- 
ple, is the source of digitalis the life 
prolonging heart medicine. 

An earlier series of the Educator’s 
health posters illustrated organic func- 
tions, in simple language which a child 
could comprehend, to stimulate habits of 
good health. 

“Highlights in the History of Educa- 
tion,” also well received, is a four color 
poster which was sent out with a letter 
from Mr. Strickler stressing the value 
of school study. 

Another project—a leaflet on “Better 
Schools Build Better Communities,” is 
designed to promote America’s need for 
educational facilities. The Educators has 
distributed 500,000 copies of it to school 
officials as part of its effort to encourage 
broader and more active interest in 
school problems and opportunities. 

300k matches are also being distrib- 
uted with the message “Help Give Them 
the Better Schools They Deserve.” It 
includes a built-in coupon requesting the 
pamphlet “How Can Citizens ‘Help Their 
Schools?” These are all part of Educa- 
tors’ latest efforts to publicize the criti- 
cal school situation. 


BARE Names Wm. Dowling 


General Agent in Colorado 

William H. Dowling thas been ap- 
pointed Colorado state general agent for 
the Commercial division of the Benefit 
Association of Railway Employees. Mr. 
Dowling. whose insurance background 
is well known in the Rocky Mountain 
area, has opened his agency office in 
Denver and is now appointing local rep- 
resentatives throughout the state to 
present the new expanded line of BARE 
coverage. 

The 42-vear old Benefit Association of 
Railway Emplovees formerly provided 
health and accident and life insurance 
protection only to railway employes and 
industrial employe groups and has an- 
nounced this year its expansion of in- 
surance service to families in all walks 
of life. 
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AUTOMOBILE RATE CHANGES 


Meritplan Ins. Co. Grants 5% Discount 
for Previous Driver Training; Also 
to Young Married Couples 

Meritplan Insurance Co., Los Angeles, 
has announced two important automo- 
bile rate classification changes to be- 
come effective immediately. The com- 
pany will grant a discount of 5% in 
cases where classroom and behind-the- 
wheel courses of instruction have been 
completed. 

In the case of young married couples, 
Meritplan will determine the rating 
classification by the age of the male 
spouse. If the male spouse is 25 years 
of age or over Class 1A, 1BC or 3 will 
apply irrespective of the age of the 
female spouse. Young married couples, 
both under 25 or male spouse under age 
25, will continue to be rated as 2AB. 

Meritplan recognizes that one of the 
most difficult problems confronting pro- 
ducers and companies in the automobile 
field is the youthful driver situation, and 
feels that the only long range answer 
to this problem is education. Califor- 
nia’s lead in establishing legislative re- 
quirements concerning student driver 
education in the high schools, inevitably 
will result in raising the standards of 
driving habits of youthful drivers. 

The company holds that those stu- 
dents successfully completeing classroom 
and behind-the-wheel training unques- 
tionably are better risks from an insur- 
ance standpoint, and therefore is mz iking 
the rate classification changes noted. 


EDWARD M. MURRAY TO RETIRE 


Leaves Dec. 1 After 40 Years With 

Hartford Steam Boiler; Fred 

Voges To Be Successor 

Edward M. Murray, manager of the 
Cincinnati branch office of the Hartford 
Steam Boiler Inspection & Insurance 
Co., will retire from active service on 
December 1 after a career of 40 years 
with the company. He will be succeeded 
as manager by Fred W. Voges, a native 
of Cincinnati, who has been represent- 
ing the company as its special agent in 
Florida. 

Originally from Georgia and a veteran 
of World War I, Mr.. Murray has head- 
ed his company’s Cincinnati office since 
1942. Prior to that appointment ‘he had 
been assistant manager at St. Louis 
since 1930. 

Mr. Voges was born in the city where 
he is to become manager and attended 
the University of Cincinnati. He was 
engaged by the Cincinnati office of his 
present company as a special agent in 
1949. In 1950 he was transferred to the 
company’s Atlanta territory. 

The company has also announced the 
appointment of Norman R. Davis as 
manager of its Pittsburgh office. He is 
a native of Maryland and attended the 
University of Pennsvlania prior to join- 
ing the company in 1944 as a special 
agent in the Atlanta territory. He has 
served the company in Cleveland and 
Boston and was made assistant manager 


at New York in 1953. 





New California Companies 


Matson Assurance Co., has been ap- 
proved by Insurance Commissioner John 
R. M: uloney of California, as the name 
for a new insurer to be organized in San 
Francisco. Allan, Miller & Groetzinger 
of that city, are attorneys for the or- 
ganizers. 

Commissioner Maloney has approved 
the name of Home Owners Insurance 
Co., for another San Francisco insurer 
to be organized. Carroll, Davis & Bur- 
dick are the attorneys. 


New Cincinnati Company 
_ The American Heritage Insurance Co. 
is being formed in Cincinnati, to write 
health and accident insurance. Capital 
will be $200,000. Incorporators are Am- 
brose L. Lindhorst, John L. Muething 
and M. Goyert. 










MARYLAND CASUALTY BOOKLET 





Entitled, “It’s the Final Cost That 
Counts”; Tells Value of Local Agent 
and Broker 


Maryland Casualty Co., Baltimore, has 
created and made available to its entire 
agency organization a 12-page two-color 
illustrated booklet entitled “It’s the 
Final Cost That Counts!” which per- 
suasively presents the major reasons 
why the public should buy insurance 
through the independent local agent or 
broker. 

The immediate demand for the book- 
let has exceeded that for any other ad- 
vertising booklet or circular in Mary- 
land’s 56-year history, according to 
James F. White, advertising director of 
the company. 

Within two weeks of its introduction, 
orders for more than 400,000 copies of 
the booklet were received at the home 
office and orders continued to pour in. 

The final page of the booklet carries 
the well-known quotation from John 
Ruskin, which Maryland was the first 
to apply to the field of insurance about 
15, vears ago: 

“There is hardly anything in the world 
that some man cannot make a little 
worse and sell a little cheaper, and the 
yeople who consider price only are this 
man’s lawful prey.” 


Reduce Auto Liability 
Premium Charge in Colorado 


The Mutual Insurance Rating Bureau 
has announced a reduction in the pre- 
mium charge in Colorado in connection 
with the writing of automobile liability 
policies for a specified period of six 
months. Formerly, the automobile cas- 
ualty manual rules for Colorado opera- 
tions permitted the writing Gta: Sihe 
months policv at 55% of the annual pre- 
mium but with the introduction of the 
revised rules the coverage will now be 
written at 50% of the annual charge. 
The above change applies to policies 
written on or after November 17. 
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Massachusetts Casualty 


STUDENT ACCIDENT PROGRAM 


Mutual of Omaha’s Program Extended 
to Birmingham’s 60,000 Grade 
School Children 
Birmingham, Alabama’s 60,000 grade 
school students this year have the op- 
portunity to enroll in Mutual of Omaha's 

$1 per year student accident program. 

W. T. Halliday, Jr., Mutual of Oma- 
ha’s general agent in Birmingham, dis- 
closed that several weeks of discussion 
and working with Birmingham public 
school officials has resulted in a “tailor 
made” program for Birmingham young- 
sters grades one through eight inclusive. 

For a payment of $1 per year a $2,500 
accident medical expense, $1,000 acciden- 
tal death benefit with specific loss bene- 
fits up to $7,500, is provided. The program 
is entirely voluntary and will run for a 
period of 12 months. 

The following coverage is provided: 
1. While attending school during the 
hours and on the days when school is in 
session, including coverage for sports, 
gym, physical education activities, shop. 
field trips, etc.; 2. While traveling to and 
from school; 3. While participating in 
school sponsored or supervised activities 
either away from the school premises or 
after school hours. 

The policy also provides coverage for 
faculty members, clerical help and ad- 
ministrative personnel at a premium of 
$1 per vear. Cafeteria workers are cov- 
ered under the same policy for $3 a year 


Mrs. John J. King Dies 

Mrs. John J. King, widow of the late 
president of Hooper-Holmes Bureau, 
Tnc., died recently at her home in 
Forest Hills, Long Island, at the age 
of 84. She is survived by three sons— 
Frederick, Edward and J. Charles, and a 
daughter—Mrs. G. Earle Wight of 
Montreal, Canada. 

Funeral services were held at the 
Church of Our Lady Queen of Martyrs, 
Forest Hills, and interment was in New 
Haven. 








business that pays.” 





Insurance Company 


BOSTON 
Non-Cancellable Disability Underwriters 
We maintain that the “business that stays is the 


Our non-cancellable policies, 
carefully underwritten, STAY sold. 


It will PAY interested Agents and Life Under- 
writers to get full details on our newest coverage— 


Key Personnel Policy. Write at once to 


Massachusetts Casualty Insurance Co. 
50 Congress Street, Boston 9, Mass. 


4 4p 4a fy 4 fe fy fy fn fy fi, fr, hr, hr, Lr, Mr, hd, hr, Ll, Me, Ll, Ml, Ml, i, Mn, Mrs, Mr, tr. 








RAYMOND 
COMMERCE 
BUILDING 


SS “Center for 
Insurance” 


Newark, N. J. 





errr! 
Mgt 


2 


IT; 
Me 





Space Available 
Exceptional Corner Suite — 850 square 
feet — 6 windows. Air conditioning 
optional. Many fine appointments. AT- 
TRACTIVE RENTAL. 


1180 RAYMOND BLVD. 
Newark 2, N. J. Tel. MArket 3-4600 


A. L. Kirkpatrick Talk 
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by an insurance company where the 
base plan is provided by Blue Cross or 
Blue Shield. Or the deductible may be 
determined as a fixed amount, $300 to 
$500, or the sum of the benefits paid 
under the base plan, whichever is great- 
er. This is called the ‘integrated’ de- 
ductible. 

“Where there is no basic plan,” he 
continued, “a deductible scaled with in- 
come is often used. For example, a 
deductible might be equal to 10% of the 
employe’s normal monthly earnings, with 
such 10% to equal a minimum of $25 
up to a maximum of $250. An adequate 
basis must be ipeicenrmome for determin- 
ing an em yloye’s earnings, and for —— 
mining dates of changes in earning 
classific: itions. 

‘Although standard maximum for ma- 
jor medical expense plans are $2,500 and 
$5,000, the maximum may be chosen in 
any multiple of $500 from $2,000 to $5,000, 
inclusive, and may be varied for differ- 
ent classes of employes. 

“The trend is toward a liberalization 
of the maximum rule on a limited basis 
so that plans are being offered, in ap- 
propriate cases, with a $10,000 maximum 
benefit. The $10,000 maximum may be 
offered to select groups, particularly 
larger ones where circumstances such 
as earnings of the employes to be cov- 
ered justify the amount { minimum 
of 200 insured employes in a plan may 
be taken as a guide. Groups qualifying 
for the $10,000 maximum may choose any 
multiple of $500 from $5,000 to $10,000 
inclusive, and amounts may be varied 
for different classes of employes.” 


Graduate 21 From Hartford 
Accident & Indemnity Class 


Twenty-one insurance men and women 
from all parts of the country on Novem- 
non 16 completed an intensive course in 

-asualty and fidelity insurance and bonds 
= the Hartford Accident & Indemnity 
Co. training center in Hartford, Conn. 

Among the students were Richard P. 
Brainard of Rollins, Burdick, Hunter 
Co., N. Y.; Chester H. Coriell of Chester 
H. Coriell Agency, Millington, N. ) x 
Walter A. Harris of the Phillips Co., At- 
lantic City, N. J.; Lester V. Kelnes of 
George I. LaRose, Jr. Agency, Lehigh- 
ton, Penna.; Frederick E, Muller of Ed- 
ward V. Muller Agency, Pompton Lakes, 
N. J.; and Mrs. Elaine K. Wick of 
Depew Agency, Inc., Depew, N. Y. 


Continental Cos. Erecting 
New Building in Toronto 


A new seven-story building to house 
the Canadian headquarters of Continen- 
tal Companies is being constructed in 
Toronto and it is expected to be com- 
pleted next year. 

In addition to its present fields of life, 
sickness and accident insurance, com- 
pany is expected to enter the fire insur- 
ance field in Canada shortly. 
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Morris Now Agency V. P. 
Of Liberty Life & Accident 


Howard B. 


years with the 


Morris, who spent seven 
American Health Insur- 
ance Corp. of Baltimore and who was 


vice president in charge of agencies 





MORRIS 


HOWARD B. 


when he resigned in late 1953, is now 
doing a creditable job in the same capac- 
ity tor Liberty Life & Accident of 
Muskegon, Mich. He started with the 
company last May and the _ following 
board of directors elected 
him agency vice president of the com- 
pany. Headed by W. F. Murray, the 
Liberty Life & Accident writes a full 
line of individual A. & H. policies as 
well as group franchise business. 

Prior to taking his Muskegon post 
Mr. Morris was associated as a full time 
agent with the Judson L. Smith agency 
of Equitable Life Assurance Society in 
Baltimore, and he did an outstanding 
job as a first year producer. 

While with the American Health he 
worked closely with William deV. Wash- 
burn, its president, in building up agency 
connections in both the east and mid- 
west. 


month the 


MARY C. GRAY NEW PRESIDENT 
Elected by A.&H. Women’s Club of 
New York; Succeeds Norma Rincon; 
Christmas Party December 7 

Mary C. Gray, Continental Casualty 
Co., was elected president of the Acci- 
dent & Health Women’s Club of New 
York at a recent meeting. She succeeds 
Norma Ricon, Century Indemnity. Plans 
were made for their annual Christmas 
party which will be held on December 7 
at the United States Life Building at 84 
William Street. 

Other officers elected were: Lee Mc- 
Clure, vice president on arrangements— 
Continental Casualty Co.; Madeleine Mc- 
Crory, vice president on education and 
publicity—J. R. Garrett, Inc.; Phyllis 
Matheson, vice president on membe rship 


Phoenix Indemnity Co.; Ethel An- 
drews, secretary—U. S. Life; Helen 
Janis, treasurer—J. R. Garrett, Inc.; 


Mildred Philpitt, assistant treasurer—J. 
R. Garrett, Inc. 

Members elected to the executive 
committee were: Norma Ricon; Elsie 
Hepp, Continental Casualty: Mary Kish- 
ner, Columbian Mutual Life; Johanna 
Baranello, ge ag il Casualty; Joseph- 
ine Pettit, U. S. Fidelity & Guaranty. 

Ann Flore ntine, U. S. Life, was elected 
historian of the club. 


NEW SFRINGFIELD A. & H. ASSN. 
_ A new & H. Association has been 
formed in Springfield, Mo. I. V. Ewing, 
Mutual of Omaha, is president of the 
new organization. 


W. N. Gaffney Meets the 

Press at Luncheon 
PUTS STRESS ON TEAMWORK 
New General Manager of Surety Assn. 


of America Pays Tribute to Late 
Martin 'V W. Lewis 





Leading executives of the fidelity- 
surety industry joined with representa- 
tives of the insurance press November 


18 in welcoming Warren N. Gaffney, 
newly elected general manager of the 
Surety Association of America, to his 


new post. The affair, ‘held at the Law- 
yers’ Club, New York, was attended by 
about 50 and with J. Kirkwood, dep- 
uty general manager, extending wel- 
come to those present. 

Mr. Gaffney, who was previously Com- 
missioner of Banking and Insurance of 
New Jersey, gave an informal and ex- 
ceedingly gracious talk in which he 
paid tribute to the late Mz irtin W. Lewis, 
his predecessor. He said: “I am follow- 
ing in the steps of a man so thoroughly 
experienced and_ talented, so widely 
loved, that it naturally gives me pause. 
3ut at the same time it accentuates the 
challenge which faces me.” 


Expressing his pleasure at meeting 
members of the insurance press. Mr. 
Gaffney said he realized the friendly 





relations which have existed between 
the press and the Surety Association, 
and he pledged that “teamwork spirit 
will become standard practice for the 
future” as it has in the past. He also 
told the newspaper men: 

“You ‘have an awareness of the pe- 
culiar problems of the surety business 
and possess the technique to put them 
in the proper perspective.” 

He admitted that there is no dearth 
of problems in the bonding business and 
that they present a challenge to him. “It 
is an absorbingly interesting job and the 
opportunity for constructive enterprise 
is without limit. I’m conscious of the 
fact that I ‘have started off with lots of 
good wishes and with many substantial 
assets.” 

A. F. Lafrentz, president, American 
Surety, one of the recognized deans of 
the surety business, also pointed to the 
cordial relationship between the asso- 
ciation and the press and to the objec- 
tive reporting of fidelity - surety trends. 

E. Kemp Cathcart, vice president of 
Maryland Casualty who is executive 
committee chairman of the association, 
had the pleasure of introducing Mr. 
Gaffney and in so doing said: “We have 
looked long and ‘hard for a worthy suc- 
cessor to Martin Lewis. In selecting 
Warren N. Gaffnev we feel that he 
measures up to all the qualifications 
needed for the post of general manager.” 








Lumbermens Mutual Casualty Company 






















writes all forms of insurance, except life 
insurance and annuities, through care- 
fully selected agents from coast to coast. 
These agents are served by trained field- 
men—district agency supervisors. Their 
policyholders are served by corps of boiler 
engineers, safety engineers, 92 claim ser- 
vice offices and hundreds of claim repre- 
sentatives countrywide. 

If you feel qualified to represent 
LUMBERMENS, write the Business Exten- 
sion department, Lumbermens Mutual 
Casualty Company, Mutual Insurance 
Building, Chicago 40, Illinois. 
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Operating in New York state as (American) Lumbermens Mutual Casualty Company of Iilinois 


James S. Kemper, chairman 


H. G. Kemper, president 


* MUTUAL INSURANCE BUILDING, CHICAGO 40 - 











Chase M. Smith Talk 


(Continued from Page 34) 


thus resuiting in an expensive and im- 
practical load of paper work. Insurance 
cannot be canceled without picking up 
license plates and even the most con- 
scientious law officers could be months 
behind in their work. People become 
claim conscious, claims mount and claim 
rings and frauds flourish. 

“The voluntary system of insurance by 
sale and persuasion is the best for the 
public, and it provides more dollars of 
benefits for those who are injured and 
at a lower and fairer cost than can be 
achieved by any other method. Super- 
ficially, it would appear easy to cut out 
the selling expense by passing a law 
saying that you must buy insurance, but 
that idea just won’t work. 

“When insurance becomes compulsory 
it is like socialism and dictatorship. 
Things become frozen as they are. In 
economics under compulsion there is no 
progress. The state takes over, free of 
charge, the resources, plans and knowl- 
edge accumulated through the years. 
The dictator rides over the bridges that 
have been built but he does not build 
new and better bridges. You can so- 
cialize industries successfully only as 
long as there are enough free industries 
left to foot the bill and from whom you 
can recruit new ideas and methods. 

“The voluntary system, the sales sys- 
tem is a flexible, progressive, dynamic 
system that produces better and _ better 
results as time goes on,” Mr. Smith said. 
Agents can help in many ways to bring 
about needed improvements, he stated, 
and his suggestions for the agents in- 
cluded: 


Suggestions for Agents 


1—Work hard on accident prevention, 
better traffic laws, better highway en- 
gineering, better law enforcement, get 
on committees and work when a mem- 
ber. 

2—Bring present laws respecting safety 
responsibility up to the level of the best. 

3—Educate the public to the real evil 
—the traffic accident—and to the dan- 
gers and pitfalls inherent in compulsory 
insurance and unsatisfied judgment leg- 
islation. Point out that it is unsound for 
people to complain that compulsory laws 
should be adopted while at the same 
time being unwilling to bear down on 
drunken driving, speeding, reckless driv- 
ing and other traffic violations. 


Zucker on Comp. Law 


(Continued from Page 34) 


compesation, however, other programs 
have been developed so that today it is 
possible for a family of a person killed 
in an industrial accident to collect from 
workmen’s compensation and social se- 
curity $343.20 a month although his 
earnings from employment while alive 
were $234 a month. These payments are 
tax-free and are unencumbered by ex- 
penses involved in employment. 

“New York has pioneered in many 
forms of social legislation. However, the 
question here is whether we are slipping 
into a type of ‘health insurance that is 
going to saddle industry with a burden 
which was never anticipated nor sanc- 
tioned. It is incumbent upon representa- 
tives of business to make certain that 
the business community recognizes its 
obligation in social legislation. Even 
more important is the recognition that 
social legislation should be harnessed to 
the general interest of the community 
and not become a Frankenstein monster 
which will destroy us all.” 


ALABAMA APPROVES POLICY 

The Alabama Insurance Department 
has approved the filings of the compre- 
hensive dwelling policy made by the 
Alabama Inspection & Rating Bureau, 
National Bureau of Casualty Underwrit- 
ers and the Inland Marine Insurance 
Bureau as recommended by the Inter- 
bureau Insurance Advisory Group. The 
effective date of this approval in Ala- 
bama is November 24, 1954. 
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FIREMEN‘S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1953 





ASSETS 
Cash $ 5,912,197.98 
Mortgage Loans on Real Estate 995,304.57 
*Bonds and Stocks ___— 116,551,150.52 
Interest due and accrued___ 146,025.98 
Premiums not over 90 days due 5,116,346.70 
Real Estate _.. ss CSSC—«S, 3 4,000.00 


All other Assets. 10,047,631.78 


Total admitted Assets_$142,109,657.53 


LIABILITIES 

Reserve for Losses. $ 16,723,394.59 
57 852,314.71 
4,108,133.00 
6,385,449.65 
11,575,000.00 
45,465,365.58 


Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 
Reserve for other Liabilities 
Capital 
Net Surplus 


Total $142,109,657.53 


SURPLUS TO POLICYHOLDERS $57,040,365.58 


Securities carried at $3,094,994.84 in the above 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1953 














ASSETS LIABILITIES 

Cash $ 675,016.05 Reserve for Losses —— $ 1,747,220.33 
Mortgage Loans on Real Estate 2,398.55 Reserve for Unearned Premiums 6,427,869.68 
*Bonds and Stocks ws 1093635146 Reserve for Taxes and Expenses 459,593.00 
Interest due and accrued 35,716.80 Reserve for other Liabilities___ 99,051.56 
Premiums not over 90 days due _ 1,636,387.84 Capital _ = ————_—s-1,000,000.00 
Real Estate 170,000.00 Net Surplus ———— 8,002,53R78 
AR clteer: eee 80,422.65 

Total admitted Assets_$13,536,293.35 Total Seen TY 


SURPLUS TO POLICYHOLDERS $4,802,558.78 
Securities carried at $769,147.96 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1953 














ASSETS LIABILITIES 

Cash $ 1,323,464.85 Reserve for Losses ____$ 4,742,455.18 
Mortgage Loans on Real Estate 365,927.41 Reserve for Unearned Premiums 16,405,880.27 
*Bonds and Stocks 30,253,368.57 Reserve for Taxes and Expenses 1,263,131.00 
Interest due and accrued 68,148.84 Reserve for other Liabilities ___ 24,341.29 
Premiums not over 90 days due 2,806,477.72 | en 
All other Assets 209,099.66 Net Surplus ___.___9,590,679.31 

Total admitted Assets__$35,026,487.05 Total __ ____$35,026,487.05 


SURPLUS TO POLICYHOLDERS $12,590,679.31 
Securities carried at $2,616,996.36 in the above statement are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

Cash $ 2,727,709.52 Reserve for Losses _____$17,267,043.00 
Mortgage Loans on Real Estate 58,827.13 Reserve for Unearned Premiums 12,541,373.93 
*Bonds and Stocks —_____-. 35,81 4,363.79 Reserve for Taxes and Expenses 3,048,186.22 
Interest due and accrued ____ 104,544.19 Reserve for other Liabilities___ 460,813.73 
Premiums not over 90 days due 3,145,227.05 Capital stnniesnsaseaes, +S RGR OS 
All other Assets 584,756.36 Net Surplus __ 7,618,011.16 

Total admitted Assets_$42,435,428.04 Total ____——s «$4 2,435,428.04 


SURPLUS TO POLICYHOLDERS $9,118,011.16 
Securities carried at $4,241,375.40 in the above stat t are deposited as required by law. 





*Valuations on basis prescribed by National Association of Insurance Commissioners. 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Western Department 
120 So. LaSalle St., Chicago 3, IHinois 


Foreign Department 
102 Maiden Lane, New York 5, New York 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


are dep 





ited as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 
Cash __ a Tay! Reserve for Losses icine VIE SOS 
*Bonds and Stocks —_ __. 10,86 5,004.08 Reserve for Unearned Premiums 6,044,271.68 
Interest due and accrued 34,486.89 Reserve for Taxes and Expenses 452,393.00 
Premiums not over 90 days due 1,658,891.85 Reserve for other Liabilities 61,551.67 
Real Estate anions 75,000.00 Capital _______: 1,000,000.00 
pe 95,235.45 Net Surplus _— Ss 4,166,329.04 





Total admitted Assets_$13,477,765.72 Total / SISA IE 


SURPLUS TO POLICYHOLDERS $5,166,329.04 


Securities carried at $1,714,939.27 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1953 





ASSETS LIABILITIES 
Cash —$ 32,762;26 Reserve for Taxes and Expenses_$ 1,270.17 
Bonds and Stocks _..__- ~~ ——s« 393, 120.34 Capital ._......—iés«é3:908, 0008.00 
Interest due and accrued —e Vee Net Surplus __ 357,405.24 
Premiums not over 90 days due 17,262.81 
All other Assets _..... -._-_-—s_: 12,000.00 
Total admitted Assets___ $458,675.41 Total’. eR a 


SURPLUS TO POLICYHOLDERS $457,405.24 


Securities carried at $55,600.15 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1953 


ASSETS LIABILITIES 
oe ee MM Ue ar 2 Reserve for Losses ____$20,702,575.00 
Mortgage Loans on Real Estate 481,408.74 Reserve for Unearned Premiums 14,097,900.49 
*Bonds and Stocks —___— _ 42,081,155.04 Reserve for Taxes and Expenses 2,776,597.4] 
Interest due and accrued 98,969.31 Reserve for other Liabilities 844,774.37 


Premiums not over 90 days due 3,163,109.50 
All other Assets 481,861.81 
Total admitted Assets_$48,570,692.41 


Capital 2,000,000.00 
8,148,845.14 


___$48,570,692.41 


Net Surplus 
TOR ees 











SURPLUS TO POLICYHOLDERS $10,148,845.14 


Securities carried at $1,504,929.02 in the above statement are deposited as required by law. 


Pacific Department 
220 Bush St., San Francisco 6, Calif, 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 


















































Three Generations 
Dedicated to Freedom! 


“.. toeffect their safety and happiness ... to 
provide new guards for their future security.” 


To these determined words from the Dec- 
laration of Independence, the patriotic 
citizens of a new nation pledged their lives 
and fortunes! Young and old alike shoul- 
dered the responsibility of winning security. 
The famous “Spirit of "76" vividly portrays 
three generations of Americans banded to- 
gether in their firm purpose. 


Freedom From Financial Uncertainty... Your Children’s Heritage 


with a Penn Mutual “Independence Plan” 


Back of 
your independence 
stands The 
PENN MUTUAL 

















When our nation was being forged, children shared all the insecurity of their 
parents’ uncertain future. Then the Declaration of Independence bequeathed to 
all of us a birthright of “Life, Liberty and the Pursuit of Happiness’. Now, 
through a Penn Mutual Independence Plan, you can help your children enjoy 
these freedoms with the added freedom of financial security. 


It is almost certain your children will buy life insurance some day. Why not give 
them the many benefits of an early start, with their own Penn Mutual Independ- 
ence Plan? It is insurance at a fraction of what it would cost them in later years. 
But it is much more! It can be tailored to your particular situation . . . can be 
modified later to meet their changing needs. Its mounting cash values can assure 
a college education, or help to build a home one day. And, when your children 
are ready to take over the premium payments themselves, they will continue to 
benefit by the same low rates you start them on today! 


Call your friendly Penn Mutual Underwriter now. You can depend on his com- 
petent advice in starting your children’s Independence Plans. It is the most 
practical of all Christmas gifts ... will grow in value through the years. 


THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 





THE PENN MuTuAL BELIEVES IN PROMOTING ITs Own PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 























